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| now KWIKSET offers 
two great lockset lines 
i 

’ THE NEW “600” LINE 





Available in all 
popular functions 
and finishes for fine 
residential and 
commercial 
building. 





THE ECONOMICAL “400” LINE 
A quality lock for quantity building 


More than 
19,000,000 placed 
in unconditionally 
guaranteed service 

since 1946. 
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kwikset sales and service company, anaheim, california 














Above. You're looking at the cross-section shapes of the 
average hardware store's basic file stock. Below. You're 
looking at a face-on view of most of said basic file items. 

Being essential repair and sharpening tools — in 
shops, garages, homes, farming — the field for files is 
wide and the host of customers large. Being natural 
wear-away tools, files require constant replacement... 
which means repeat sales over and over — and more 
frequently than with practically all other tools hard- 
ware stores usually carry. 
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So what's the strategy for reaping the biggest har- 
vest? (1) Balance your file variety according to the 
demands of the activities of your trading area. (2) Dis- 
play your assortment of files in a way that makes a real 
impression of your store as headquarters for files. 
(3) Work closely with your wholesaler in lining up the 
right types, sizes and quantities you need for best turn- 
over. (4) Concentrate on Nicholson or Black Diamond 
brands and ride along on their world-wide reputation 
for quality and value. 





POPULAR FILE TYPES AND SIZES 


MILL — Bastard single cut; 8” and 10”, FLAT — 
Bastard double cut; 10” and 12”. 

ROUND~ Bastard cut; 6”, 8” and 10”. 

HALF ROUND~ Bastard cut: 10”. WOOD RASP- 
Half round; 10”. 

TAPERS (single cut) — For saw sharpening: Slim. 
Extra Slim, Double Extra Slim; 444", 5”, 6”, 7” 

RASP-FILE — The handyman’s “4-in-Hand” (four 
files in one): one side half round, other side flat: 
each side half rasp. half file; 8” and 10”. 


SQUARE-—Bastard double cut; 6”, 8” and 10”. 


*\ +se\ 














cHOls, NICHOLSON FILE CO. ¢ 25 ACORN STREET ¢ PROVIDENCE 1, RHODE ISLAND S oe 
r * (In Canada, Port Hope, Ont.) >a 


NICHOLSON FILES FOR EVERY PURPOSE 
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TO INCREASE 


YOUR SALES 


Whitman & Barnes have available a variety of 
attractive show case dispensers, cabinets, stands, 
cases, kits and cartons specifically designed to increase 
your sales volume. Illustrated to the left are but a few 
of these fine merchandisers that stop store traffic and make 

it more convenient for your customers to select their W & B 
drills. You will also find that prominent display of W & B mer- 
chandising drill packages strongly influence your customers to 


purchase packaged assortments instead of buying only single drills 





«+. this increased volume means more profit for you. In addi- 





tion to a complete line of highest quality drills and a thor- 
POWER AUGER 
BIT SETS 


wee were we wwe e 
KAA LA 


, oughly modern merchandising program, Whitman & 







Barnes continuously helps promote your sales by 
carrying a diversified schedule of advertising in 
{ many national magazines. Write today for 
12 Ni SAR 


CARBIDE MASONRY DRILL SET 








additional information regarding the many 





W & B merchandising items now avail- 


‘ _ 7 
ORDER FROM YOUR HARDWARE JOBBER Makers of Fine “Jools Siuce 15 


WHITMAN & BARES 


PLYMOUTH, MICHIGAN 
NEW YORK e CHICAGO e¢ LOS ANGELES ¢ HOUSTON 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 





A Christmas Greeting 


LES 


The hectic, exhausting pace of the Christmas selling season will be 
largely behind you when you read this page. 
' The weary leg muscles and the frazzled nerves will be healing. Fora 
ariety of short time, at least, the cares and problems of everyday business will be 


, stands, set aside in the celebration of the Christmas holidays. 
Christmas is a joyous time; a time for rejoicing and for celebrating 
the full meaning of the Christ Child’s birth. 


) increase 


ut a few 
y > . e , > Agp ctaff it ic; . itu ac owle re 
ind make For us of th HARDWARE AGE staff it is an opportunity to ackn mm ledg 
and reflect upon the friendships that we are privileged to enjoy in the 
rW &B hardware trade. It presents us with an opportunity to set aside, at 
& B mer- least momentarily, the problems of everyday business, and in its place 
' to tell you, with all the sincerity at our command, how much we have 
omer P , ay 3 
7 enjoyed and appreciated your friendship. 
igle drills ; : . 
9 You have been tolerant of our human errors; you have praised and 
In addi- encouraged us when we deserved it. For our part, we have endeavored 
1 a thor- to be truly helpful to you, and to be constructive in our approaches to 
mutual problems. 
itman & ; 
| b This pause in the year’s routine activities to Celebrate Christmas Is 
ae Oy an especially appropriate time to take renewed inspiration from these 


friendships and to renew our insistence that in the coming year we shall 
be still more helpful and useful to every one of vou. 


tising in 
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day for 
Te have been fortunate e yr ) 1e ysonally many you 
he many We have been fortunate enough ti meet personally many of yo 
: during the past year. Many hundreds of others we have grown to know 
w avail- through our correspondence. 
sales. To all of you, the entire staff of HARDWARE AGE joins in extending 
a most sincere wish for a very joyous Christmas season and a happy, 
healthful, prosperous New Year. 
THE HARDWARE AGE Staff 
re 
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Just Among Ourselves 


Appliances, Mowers 
And Power Tools 


We hear these days of the efforts of the ex- 
clusive appliance stores to get into the power 
mower and the power tool business. There ap- 
pear to be some manufacturers who feel that the 
appliance stores would make desirable outlets for 
these hardware items. 


You frequently hear the statement, in justifica- 
tion of that viewpoint, that the appliance dealer 
knows how to promote and do outside selling 
better than the hardware store. 


That may be correct, if you consider price pro- 
motions as good promotions. Salesmanship in the 
average appliance store today is limited largely 
to dickering with the customer over the extent 
of the discount off list or the amount to be 
allowed on the trade-in. 


The exclusive appliance store had its heyday 
in the post-war period when appliances were in 
short supply and a large unfilled demand existed. 


Sut, today, with supply exceeding demand, 
these stores have become enmeshed in a cut 
throat operation that forces dealers to attempt 
to live on a 10 pet margin. This selling on price 
alone has even had the secondary effect of slowly 
forcing department stores out of the appliance 
business since they cannot meet this type of com- 
petition and stay in business. 


Many appliance stores face a critical financial 
situation and one of the obvious alternatives to 
going out of business is to add other lines to 
bolster their profit picture. 


The addition of such lines as power mowers 
and power tools is a very sensible decision from 
their viewpoint; but is it sensible from a manu- 
facturer’s viewpoint to go along with this idea? 


It is difficult to believe that these appliance 
stores would treat power mowers or power tools 
any differently than they have treated appliances 
and TV. The inevitable result would be chaos in 
what are now fairly profitable lines for manufac- 
turer, wholesaler and dealer. 


We think that a manufacturer should ask him 
self, have appliance stores demonstrated the abil- 
ity to operate a profitable retail business? Have 
they really demonstrated an ability to build sales 
by real salesmanship? 


informal editorial comments 


A manufacturer might also ask himself why, if 
they have been successful in appliances, as they 
claim, they want to get into power mowers and 


power tools. 


It would seem to us that the answer to this 
last question is that they seek these additional 
lines to bail themselves out of an unhappy situa- 
tion they have created for themselves. 


“Have I Done 
A Good Job’? 


On these pages in the preceding issue (//-\, 


Dec. 10, page 7) we discussed some of the prob 


lems involved in appraising a line. 


A final question that you should ask in con- 
sidering the value of a line or a department, 
and one which I suspect is too often skipped 
over, is the simple question, “Have I done a 


"» 


good job in trying to sell this line? 


“Yes” to that 
question, then you have good basis for going 
But too frequently we expect miracles 


If you can truthfully answer 


further. 
from a line; we expect it to sell itself. Regard 
less of what a manufacturer may claim for his 
line, the fact remains that every item in your 


store must be sold. 


Most dealers have pet lines, the lines they 
pay special attention to. If all other lines do 
not measure up to the pet lines, there is an 
inclination to say they are weak. This is poor 
business practice. You want to be certain that 
you’re putting adequate promotion and display 
behind a line before you decide it’s weak. 


Sometimes the fact that a line doesn’t carry 
as high a margin as other lines is cited as a 
Nobody likes a low 
margin line, that’s for sure. But it would be 


good cause for dropping it. 


rather impractical to drop all lines that do not 
have a full mark up. Particularly, since the 
full margin lines are the prime targets of your 


competition. 


No law was ever written, or will ever be 
written, that will protect you from competition. 
The only truly effective way to meet and beat 
competition is by doing the best merchandising 


job you know how, in all your lines, not in 


just a few. 
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ILCO’S New 390 


Removal of set-screw under 





324 
1” Die-cast 
5 disc tumblers 


end of shackle releases re- 
taining pin... allows entire 
lock mechanism to be pushed 


out . . . permits change of 





combination and master-key- 


320G 
1%” Die-cast 
5 disc tumblers 


ing; also allows new keys to be 
made easily when old key is 


lost. 


390 1% ~~ Die-cast 
391 1% Die-cast 
5 pin tumblers — 





314 
1Y% heavy steel 


5 disc tumblers 





Bow 


Co) 


id © GENUINE 
| © PIN TUMBLER 
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382 


14%” to 2” extruded brass 
5 pin tumblers 





Increase your profits... 
Sell ILCO Quality! 


To your customers, performance counts long after 











390 
391 


(see above) 


price is forgotten. ILCO’S quality line of padlocks 
combines long-lasting security with top quality ap- 
pearance ... assures you of satisfied customers .. . 


bigger net profits on padlock sales. 


The straight Line bo satifisd customane. steady profits 


Bry. . f a ni oe ee ‘ 
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ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Excise Cuts in Jeopardy; 
May Broaden Base Instead 


The Eisenhower Administration is revising its tax 
legislative strategy as the gap continues between Fed- 
eral revenues and expenditures. 

Result: Even some scheduled reductions in excise 
rates appear to be in jeopardy. 

Reason is the proposals for general excises at the 
factory level, as favored by the Administration, are 
losing support. 

A current check at the Congressional level, suggests 
a majority now stands ready to vote nay on all such 
bills being drafted. 

If the Administration abandons the fight for a gen- 
eral tax at the manufacturing level, as it well may, 
expect additional pressure to have presently scheduled 
reductions in excise rates postponed for another year. 

Also, expect an Administration drive for the addi- 
tion of at least two broad categories to the present tax 


base, regardless of rate. 


OUTLOOK——-Housewares, furniture, and 
clothing are the new categories most favored 

& for excise taxation. The White House, in effect. 
would have won the fight for a broad con 


sumer tax, call it what you will. 


Increase in Minimum Wage 
Rate a Prospect in 1954 


Hardware retailers may expect to be affected con 
siderably by the Administration’s steamed-up drive 
to revise the Fair Labor Standards Act. 

For one thing, retail officials believe proposals now 
in the making as part of the Administration program 
must inevitably upgrade prices, and thus affect the 
cost-of-living index in a growing buyers market. 

Basic part of the program is the push fer an in- 
crease in minimum wages. With the support of labor, 
bills have been prepared seeking a minimum of up to 
$1.25 an hour against the present floor of 75 cents. 


10 


Chief concern for retailers, now largely exempt, 1 
that the Administration may succeed in having all 
exemptions removed. While retail minimums are 
mostly above the minimum, any boost would auto 
matically force others up and would increase overhead 


OUTLOOK—Some increase in the mini 


mum rate is likely. The Labor Department 
wants to put it at $1.00 an hour. But the 
White House is willing to settle for 90 cents, 


an increase of 15 cents. 


Rep. Reed Considering Wider 
Social Security Coverage 


Trade groups and individuals who want Federal old 
age benefits and who are not in the social security 
picture now see a chance for their arguments to be 
heard in Congress. 

An opportunity to present the case for broader 
social security coverage has been promised by Chair- 
man Daniel A. Reed (Rep., N. Y.) of the House 
Ways and Means Committee. 

He will hold public hearings on the Administra 
tion’s request to bring another 101% million person 
into the pension system. His own view is that cover 
ave should be extended to any group which desires it 
if the extension can be administered soundly. 

This is not a guarantee that 101% million person 
actually will be given coverage in 1954. The Reed 
Committee may write an entirely new bill affecting 
more or fewer people. 

But Mr. Reed is certain a change is needed in the 
“work clause” under which a person loses old-age bene 
fits in any month when he earns $75 or more. He 
wants to liberalize this part of the law. 


OUTLOOK—First social security proble) 

awaiting Congress is the January 1 rise in 

6 payroll taxes. The Administration wants a 

rollback to the old level. Some lawmakers 

don't. A fight on this point is in the making 
(Continued on page 9) 
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Rug Cleaning Attachment 
This rug cleaning attachment is 

for use with 6-in. twin-brush FP-33 

Floor Conditioner. Attachment can 





be used with all rug cleaning com- 
pounds, wet or dry. It comprises 
two vinyl brushes and a frame to 
Which front and back rollers are 
attached. Floor polishing brushes 
are replaced with rug cleaning 
brushes and roller frame is snapped 
onto base of machine. List price is 
$19.95. Red Devil Tools. 


For more data circle No. 1 on postcard, p. 59 
Roller Skates 
lor beginners, Whizzer skates are 


lightweight and 
bright steel finish. 


durable — with 
Plain bearing 





12 


LATEST INFORMATION ON NEW 





skates have red leather toe pieces 
with red web straps and buckles. 
Extension is 6°g to 814 in. Each 
pair comes individually wrapped, 
packed 12 pairs to a carton. Ap- 
proximate retail price is $1.29 per 
pair. Hustler Corp. 


For more data circle No. 2 on postcard, p. 59 


Coffee Dispenser 

For Hardware Week only, this 
No. 180C Coffee Dispensit will be 
offered at a specially reduced price 


of $2.95; it is regularly priced at 





$4.95. Holding approximately 2 lb. 


of ground coffee in a clear plastic 


container, unit accurately dispenses 
coffee, giving correct measure for 
Its air tight construc- 
tion makes coffee stay fresh longer. 


each cup. 


Daze y Corp. 


For more data circle No. 3 on postcard, p. 59 


Pole Saw 

Changes have been made to im- 
prove head of No. 20 and No. 20-18 
pole saw. Large hook, provided to 


PRODUCTS AND SERVIC 


move branches, wires, ropes, et 
now also has outside horn to enable 
it to push these away as well as to- 


ward user. Paint brush holder 


now supplied with strong spring 
that keeps brush in position when 
painting. Head is made of tough 
aluminum, making it lighter to use. 
Made of special steel, the 16 in. saw 
blades are fastened to head so they 
can be fitted to three different cut- 
ting angles. Saw is sold complete 
with 18-ft., three-section pole or in 
parts as needed. Seymour Smith & 
Son., Ine. 


For more data circle No. 4 on postcard, p. 59 


Level-Wind Surf Reel 

No. 965 level-wind surf reel for 
salt water fishing has level wind 
guide which permits line to run 
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in hardware merchandise... 


FOR THE HARDWARE DEALER 


through gulae without” resistance 
during cast. Level wind can be in- 
activated in any position, eliminat- 
ing need to pre-position line guide 
Line guide re- 
mains stationary during casting but 


wind 


before each cast. 


traverses on retrieve; level 
automatically re-engages when free 
spool lever is thrown forward for 
winding. Other features include oil- 
ite bearings, sturdy star drag, anti- 
backlash control, synchro-mesh 
vears. It has 3 to 1 gear ratio, and 
line capacity of 200 yd., 27-lb. test. 
Retail: $19.95. Ocean City Mfg. Co. 


For more data circle No. 5 on postcard, p. 59 


Metal Shears 

Multi-leverage metal shears are 
designed to cut intricate patterns 
material up to 


in sheet 18-gage 





eliminates spreading at tips and 
prevents overlapping. Overall 
length is 10 in.; length of cut, 1’. 
in. Sargent & Co. 


For more data circle No. 6 on postcard, p. 59 


Garden Twine 
This 


products 


new line of garden twine 
PlymKraft EZ- 


Ties, a green paper-wrapped wir 


includes 


garden twine that ties with a twist; 
PlymKraft Garden Twines in 250- 
ft. and 500-ft. balls; 
Tie Garden Twine, 
lengths of hard-fiber 
initial 


and Strong- 
handy 3-ft. 


twine dved 


With 


green, order for a 





varden twine unit, dealer receives 





ee 





NEW DISPLAYS 


AND OTHER DEALER 
SALES RHELPS 





Gasoline Engine Display 

For display of different models 
of gasoline engines, this heavy wire 
rack is available with colorful dis- 





Durable 
rack is 43 in. high, 71 in. long and 
holds 


and two more can be shown by us- 


play card. and compact, 


i6 in. deep. It 10 engines, 
ing engine packing boxes at each 
end Clinton Machine 
Co. 


For more data circle No. 8 on postcard, p. 59 


of display. 


display stand (illustrated) which 1954 Calendar 
valvanized iron and in stainless, holds dozens of items, and occupies This unusual 1954 calendar fea- 
' saan 4 9 7 . > enace . : wae “e 
, dural and monel metals. Powerful less than 2 ft. of floor space. tures a picture of the Clipper Ship 
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away 





and lightweight, shears feature ser- 
rated non-slip jaws, tapered to 14- 
in. tip and drop forged from nickel 
alloy tool steel; bolts hardened to 
pivot points; 
blade shanks shaped to roll metal 
from hand and prevent in- 
Rise and fall design at joint 


minimize wear at 


ries. 
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Plymouth Cordage Co. 


For more data circle No. 7 on postcard, p. 59 


18-In. Rotary Mowers 
This 18- in. 
rotary lawn mower (illustrated) is 


gasoline - powered 


powered by two-cycle, 1! h.p. en- 


(Continued on page 58) 


Sweepstakes. The ship was built 
in 1853 and her captain was George 
She fast vessel, 


New York 
She made 


Ik. Lane. 
her best run 


was a 
was from 
to Bombay in 74 days. 
the return trip in 80 days for a total 
of 154 days, a record never beaten. 
(Continued on page 76) 
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HARDWARE a ai ey 
HITS Ree eas . : : r 7, 3, | 
out STORE byl ila hieiing GBD hh 
_— SALES 
Oct. e 
1952 
(Seasonally 
adjusted) 
(in. millions) > Economic Records Set This Year 
in milli 
. > Hardware Trade Stronger in October E 
ept. 
1953 F gi 
> Christmas Business Ends Strong 
i SI f ¢ merece 
Holiday Trade Rises ping but an extra business day in Personal Income Rate 
the Christmas week this year Cc . 
. : ontinues at Peak a 
After Slow Start; boosted the December total. 
° Personal income in the United 
Mild Weather A Factor as 
States amounted to an annual rate poe 
Christmas shoppers seemed to of more than $287 billion in Oc 
take little account of the rumblings ‘ ss tober, about $1 billion higher than Dec 
about the business decline that is 9% Rise in Hardware September and $10 billion more C 
supposed to occur sometime in 1954. Sales in October than a year ago, reports the U.S a 
‘hris as ‘ade re ‘ts fr es ; rece , eo 
Chri tma trade reports from Hardware store sales of $252 Commerce Dept. 
all parts of the country have been million, as estimated by the For the first 10 months of this °B 
considered atisfactory, although Dept. of Commerce, ensured that year Americans earned a record eS 
totals will probably not reach as sales for 1953 would surpass $284.5 billion—at an annual rate p 
—. pg a anticipated for those of 1952. nearly $17 billion more than in eP 
the holiday period, ka 109 a 
a Ra ie i a ae October sales, on an unadjust- the like 1952 months. 
. S rt ; 4 Tre ah - . 
crowded with customer: during ‘t ed basis, were 8 pet higher than ens rT Hotes, meee, | Hor 
10-day newspaper blackout, « eed in the same month of last year that in the 10 month period farm 
‘ spape ackout, cause ; bao . a a . 
by an engravers strike and were 9 pet higher than Sep income showed a_ sizable drop 
ee ee tember sales Agricultural income in the first 10 ec 
While there was a noticeable de ef ntl f 195% totaled $17.2. bil 
a les The unadjusted estimates for no hated eager rhb tay n 
cline for the period when there was . ion. at an annual rate. or about 
no newspaper advertising, the New the past three years follow: shea ‘ om -." ef 
York ——s . : $3 billion lower than in the same 
oO! stores seemec to be pleased (millions of dollars) 1952 period. eG 
that sales held up as well as they 1953 1952-1951 ce 
did, January ..... 166 166 192 % eH 
They OK ‘ir rVe; s OSS j Fet i coe mae 76 82 e 2a 
pee “i thelt “es . ” i a - oe a ‘53 Economic Activity fe 
mail order business. A parcel ser- poe ited . ° 
i 229 231 eK 
vice reported its home deliveries ~ ere 244 248 To Break All Records a 
wave af 14 wet is ene week trom June habe 232 233 236 The Federal Reserve Board cau | 
a sy ‘ ne July re 21¢ 2 : “a Ree _ ae: ee 
the like period of 1952. Augest _..... 228 216 204 tions a “renewed expansion” in 
The Chicago merchants associa- September ... 231 224 226 consumer and business demands 
tion reported that it expected holi- October ..... 252 233 245 will be required if current high 
day sales to top last year’s mark. 2.165 2119 "2209 levels of output are to be con 
The unseasonably mild weather November ........ 219 236 tinued through 1954. And, at the 
that lasted through most of the December ....... 290 291 same time, the board  ofliciall _—n 
holiday selling season was a big 2,628 2,736 forecast oa economic activit pesos 
deterrent to early Christmas shop- (Continued on page 96) 
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The year’s biggest news in 
bolt and nut merchandising 


RB&W’s NEW 


‘s ‘nen 


ober BOLT and NUT KIT! 





*« 50 BOLTS, 50 NUTS, 8 WASHERS 
—ALL BRIGHT ZINC-PLATED 


* DESIGNED FOR FAST SALES TO THE 


Yes, it’s the hottest bolt-seller of this 
year—or any year—the way this new 


“FIX-IT-YOURSELF” TRADE RB&W merchandising “first” is catch- 
* A BIG BARGAIN FOR EVERY HOME-OWNER ing on! 


te 


| United 





ual rate 


Typical home repair jobs ——— 











1 in Oc 
ver than Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
” more ° ° . 
' ; ge e Gives shoppers self-service item LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 
= ws ‘ BICYCLES, WAGONS, OTHER LARGE TOYS 
e Saves time for dealer and shopper 
of this ® Builds bigger unit sales of bolts 


record e Sells on sight—from point-of- Featured by IRHA 
ual rate purchase display 
than in 


RB&W’s Handy-Man Bolt and Nut Kit was one of the items 


e Provides good profit margin featured in IRHA’s big nationwide promotion to the multi- 


ey | Meeciieieneinteite billion dollar ‘‘do-it-yourself” market. You can still cash in on 
il Meade ) 9g ; this promotion by ordering your stock of these novel, easy-to- 
a because it... sell kits... they come in self-display cartons that take up a 
aa minimum of room on your counters. 


bese te | © Contains wide assortment of 
17.2. bil needed bolts 
r about 





Shoppers Sell Themselves 






e Eliminates frequent shopping trips 





oo . — Eye-catching, self-displaying carton of 10kits 
e Gives them quality items at low ee . 
does all the selling for you. Just open a car- 
cost a ' : : 
ton— inside top flap becomes. self-selling 
e Handles small or large display that helps you increase profits from 
y fastening jobs bolt sales. 
Is = Keeps bolts handy at Your RB&W distributor is all set to supply 
all times 
ird cau 


this new Handy-Man Bolt and Nut Kit. Why 
Order not cash in on this “Do-It-Yourself” trend 


now? Phone or write your nearest distributor 


/ today—ask for RB&W's Handy-Man Bolt 
e and Nut Kit! 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


ion” in 








emands 


nt high 
be con 
, at the 


flicially , tes 

: rem } Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 

ac fit ° ° ° . 7 ° " ‘ * . 
Ardmore, Pa., Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 

6) from coast to coast. 
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HAPPY GLUE YEAR! 


Ne Weldwood PRESTO-SET GLUE 
IS AN OVERNIGHT BEST SELLER: 

















STARTS WITH HALF PAGE— 
SAT. EVE. POST, JAN. 9th 


Plus selling ads in 





© COLLIER’S ® MECHANICS ILLUSTRATED 
© WOMAN’S DAY © SCIENCE & MECHANICS 
® POPULAR SCIENCE © HOME CRAFTSMAN 

® POPULAR MECHANICS © HOME MAINTENANCE 


PLUS—Informative Booklets and Counter Cards 
*Trade Marks 


LAST CHANCE 


TO GET IN ON 
BONUS-PROFIT DEAL 


MAIL COUPON NOW 









Mail to: UNITED STATES PLYWOOD CORP., 55 W. 44th St., N.Y. 36, N.Y. Dept. 40 | 


INTRODUCTORY OFFER! EXPIRES “or2'S7",,53 | 


For Every Dozen You Buy — You Pay For 11 — You Get One FREE! | ‘FOR INDUSTRIAL USERS! 


Packed in 1, 5, and 





Doz. Size Each You Sell You Profit pa" Perwoon (oma 10 gallons, 30 and 
F P é . H 
” one a ase pa sade $2.39 | ‘ j 50 gallon drums. 
—-——— /2 Of. oO retail a ° ° ” ite et < 
Sa tone, Gx Meany Cero | a (Write for details). 
‘icici 32 oz. TUBES to retail at 45¢ 5.40 3.30 2.10 h 
(1 Doz. to Display Carton) Great New White Glue 
——— PINTS (Units) 1.35 16.20 9.90 6.30 + 
thinimum 1 Dor.) | Sells on Sight to Rich 
Sininsittaemens UARTS (Units) 2.30 27.60 16.87 10.73 
ey | Do-It-Yourself’? Market 
U IT ON SALES — 39%! 
| ORDERS POURING IN! It’s an overnight success — 
NAME the first white glue worthy of the Weldwood name 
=o si a ——S Presto-Set puts you right where the money is in the rich 
ADDRESS_____ ae a — | do-it-yourself market. Be sure to mail your order now 
<< 





stare STOCK UP NOW! 


THROUGH O 
ee ene em eee NATIONAL ADS BREAK: JAN. 9 
a a ee Se ee ee 


] UNITED STATES PLYWOOD CORP., 55 W. 44th St., N.Y. 36, N.Y. 
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“We have enjoyed a nice increase 
in our business...’ 


says David F. Smith, The Winters Hardware Co... Fremont, Ohio 

















SUC ee 


PITTSBURGH PRODUCTS used in this good-looking hardware store in- 
clude: Forest Green Carrara Structural Glass for the bulkhead; Pittco 
Store Front Metal for sash and decorative trim; windows of Polished 
Plate Glass; and two Pittsburgh Doorways. 


@ “This is the beginning of an over-all remodeling 
program of the Winters Hardware Co. ... At the 
present time, we have enjoyed a nice increase in 
our business ies to the added display space and 
the opening of the front of the store so that the 
customers passing by can readily see the merchan- 
dise available. The given by Pittsburgh 
Plate Glass Company was of the finest.” 

This is a typical experience. Many hardware 
dealers and other merchants have reported great 
improvements in their businesses after the installa- 


service 



















G 
PLATE 


PITTSBURGH 
IN CANADA: 
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CANADIAN PITTSBURGH 


tion of a Pittsburgh open-vision stere front. An 
attractive, up-to-date store front appeals strongly 
to passers-by attracts 
pleases old ones—definitely widens your trading 


new customers and 
area. 

Why not find out how you can modernize your 
store and interior—with Pittsburgh 
Products? Send for a free copy of “How To Give 


Your Store The Look That Sells.” It’s full of ideas 


and suggestions on store modernization. Just use 


front your 


the convenient coupon, 





COMPAN Y 


LIMITED 


GLASS 


INDUSTRIES 





>) ean ee ee ee ee ee eee + 
| Pittsburgh Plate Glass Company | 
Store Fronts Room 3392, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. | 
Without obligation on my part, please send me a FREE copy | 
| | 
e | of your modernization booklet, “How To Give Your Store The | 
and Interiors | Look That Sells.’ | 
| N | 
NE vc cc ocwinaeekauwancd eee eeeens 

by Pittsburgh | | 
V Address 
| 
q | City State | 
SS ee 

PAINTS GLASS CHEMICALS BRUSHES PLASTICS FIBER GLASS 























ro Tate, 
we. 


oy te ve 


Wd Trolley Hangers for faster, sliding door action 


i , i “WS 
CIN : ( , 
: Yes, you can depend on the steel roller bearings \ 





employed in these sturdy hangers to speed up 
> 
the gliding ride, for all doors that slide. Friction r 


No. 52 and wear is held to a new low by this modern z 
Trolley Door 
Hanger type of hanger built to handle heavy doors with | 


smooth precision. 





F-51 . er 3 
cies Rail and Brackets — easily installed No. 54 

or 
Hanger 


) gs , | 
" The No. 51 Trolley Rail, made of heavy gauge 


> 


i. 
steel, is especially designed to serve the hanger 


= wo 
. ‘ 
, } 


d track rigidly in place close to the structure. 


Se 


No. 51 Trolley Rail 


wheels with an even, perfect tread. Brackets hold 


Sterling, 
Illinois 


NATIONAL MANUFACTURING COMPANY 


% 24, 1953 HARDWARE AGE, DECEMBER 24, 1953 















SOnS HKHRADW! 


- 





TODAY... 17s 


Go modern... specify CARLON Plastic Pipe! 


CARLON is lightweight, only 4th the weight of steel... one man 

can carry a 400-foot coil... large stocks are handled easily. CARLON is 
flexible... it curves around obstacles... follows irregular ground contours. 
Long length and flexibility make possible low-cost 

installations requiring a minimum of fittings. 


CARLON practically sells itself! Installations last longer... CARLON 
is completely immune to acid or alkali soils and waters that destroy 
ordinary metal pipe. And CARLON is guaranteed forever 

against rot, rust and electroly tic corrosion. 

Stock the modern plastic pipe developed for modern needs. 

Specify CARLON Plastic Pipe. 

Every foot of C {RLON is factory-tested at 


greater-than-working pressures for more than 8 hours. 







Write today for catalog : 


SELL the Pipe with the Stripe’ 





CARLON PRODUCTS 
CORPORATION —— 


1449- C1 


Promecers in Plastic Pipe 








10300 MEECH AVE. . CLEVELAND 5, OHIO 
CARLON plastic pipe is produced in Ohio, Colorado, N. Carolina, Oregon, Texas & Ontario. Export: H. E. Botzow, New York City 
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HARDY 


ff 


SWINGSPOUT AND 
SPEEDY-WAY BRUSH 





DETERGENT . 
cup ’ 
DETERGENT 


—— 


WATER-FLOW 
CONTROL 


SPREAD THIS NEWS AMONG HOMEMAKERS ...“the famous Harcraft 
Swingspout is now available with the new Speedy-Way Deter- 
gent Brush in a distinctive kitchen combination.” 


THE SWINGSPOUT under its triple-thick chrome plating is pre- 





cision-machined to micro-finish smoothness from solid extruded 
brass. 
THE SPEEDY-WAY BRUSH makes doing dishes so simple . . . so effort- 


less .. . so economical. The slightest pressure on the handle di- 





verts a flow of water into the detergent brush. Then depress 
the thumb button to inject liquid detergent... speed away the 
dirt...spray rinse...relax the pressure to divert the water 
back through the swingspout...and that’s all there is to it! 


1449-C) — as . 
B RASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 





An independent facility producing special extrusions, pressure forgings, bar stock, forging stock, tubing, and related mill products 
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SHADE SCREENING 
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Keeps rooms up to 15° cooler in hottest sun! Tiny 
louvers are set at an angle to block hot sun rays. 
Often eliminates need for air conditioning. Where 
air conditioning is planned, smaller units can be 
used. Where air conditioning exists, operating costs 
are cut! 


Unique Features Make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Cuts harsh light glare! Admits plenty of soft light. 
Air circulates freely. 


Protects against sun-fading! Keeps sun from fading 
draperies, other furnishings. 


Protects against insects! Screens out insects like any 
standard screening. 


Gives daytime privacy! Made from tough, high- 
grade aluminum. Can’t cause ugly red rust stains 
on sills and siding. Never needs paint. Corrosion- 
resistant. 


SALES UP 206%! 
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Huge demand growing for high-profit 
Kaiser Aluminum Shade Screening! 


Sates OF revolutionary Kaiser Aluminum Shade 
Screening last summer increased to more than twice 
the previous year — breaking all sales records! 

Dealers cashed in on these unprecedented sales with 
the highest markup of any screening / 
product —a whopping average of .. 55% ° 

You can take advantage of these big profits by ordet 
ing adequate stocks of fast-selling Kaiser Aluminum 
Shade Screening now! The demand of homes, offices, 
stores, factories in your area is booming! 


Send now for your free sample and catalogue page 
and name of nearest manufacturer or jobber. Write: 
Kaiser Aluminum & Chemical Sales, Inc., Oakland 12, 
California. 





}} 


TEST HOUSE WALL (left) has ordinary screening in windows. Not« 
hot spots on floor. Here is where heat starts in the home. In wall 
at right, patented Kaiser Aluminum Shade Screening blocks sun, 
shades room, thus preventing build up of high temperatures. 





NEW! 

LIFE magazine to help you sell! 
In addition to hard-hitting ads in 
American Home and Better Homes 
& Gardens, your sales will be backed 
up with full page ads in LIFE maga 
zine at the peak of the selling season 

Other proved selling aids you get 
include: Free advertising mats! Photo 
kits! Direct mail pieces! Free AIA 
files! A generous cooperative adver 
tising allowance! A dramatic, convin 
ing demonstrator for your store! The 
heip of Kaiser Aluminum’s national 
sales force! 





AVAILABLE in regular or tension 





SHADE SCREENING 


frames from sash and screen manu 
facturers, and in convenient rolls 
from jobbers. 
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You know he’s always on the job 





Come hell or high water, there are some people 
who simply won’t be denied the privilege of do- 
ing their duty. It’s just a matter of basic char- 
acter, disciplined by daily diligence . . . and, as 
much as anything else, a pride in maintaining 
a record that has been so painstakingly built. 

This is the kind of duty that Bristol Brass 
men understand so well. They, too, have a name 
for “always being on the job”... and they won’t 
stand for the smallest nick in that name... 
if determination, brains and resourcefulness 


can help it. And they have plenty of all three. 
Try Bristol Brass service on your own sheet, rod 
and wire needs. You may encounter two new 
experiences ...in quality, as well as in service. 


The BristoL Brass CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


Cite Fain nea Bross at ite Best 
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Straight Track 


1983 





COBURN; 


SLIDING DOOR HARDWARE SET 


Curved Track 


Jobbers and dealers who handle 
the Coburn #5916 Sliding Door 
Hardware Set are unanimous in 
praise of the fast-selling advan- 
tages it gives them. 


They’ll tell you this one-package 
set is easy to stock and handle... 
no searching for missing parts. . . 
no troublesome boxing problems. 
Plenty of sales appeal, too, be- 
cause its convenient package and 


#5916 







PACKAGED COMPLETE 


attractive price go over big with 
economy-minded buyers. 


The complete* Coburn #5916 
package contains the following: 
Two 1348-9 Hangers with Bolts 
... three #701-9 Brackets . . . two 
#30-9 End Inserts... three lag 
screws, )4”’ x 2”’. For additional in- 
formation write to Coburn Sales 
and Engineering, 56 Sterling St., 
Clinton, Mass. 

*Track not included in Package. 





THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION—Atlanta - Boston - Buffalo | 
Chicago + Detroit - New Orleans - New York - Philadelphia 


COBURN PRODUCTS 
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HA Marketir 


Rotary Snow Movers 


Another Profit Opportunity 
For Hardware Dealers 


HA Marketing Report 


PLETE 


A new mass market is growing up—a market ideal for 
hardware store cultivation. Millions of home owners, 
janitors, small retailers and others have long sought an easier 
way to -lear snow off sidewalks, driveways and parking lots. 








- 
They now have that easier way—the rotary snow mover 3 
at a modest price. For several years this device has been a. 
knocking at the door of a new mass market; it is now ready - 
to enter that market. The power snow mover may well, in on 
the years to come, duplicate the meteorical rise of the power £ 
lawn mower business. Today, it represents a subject that > 
deserves careful study by every dealer in the snow belt. = 
io] 
> 3 
t 
— This HA Marketing Report 
ig wit 
answers these questions 
n #5916 
ollowing: , . - 
‘th Bolts What is the sales potential? o 
$... two Who are the best prospects? a 
three lag 7 9 a 
cena in. Why will they buy? o 
urn Sales | What are the best selling methods? = 
rling St., | ev 
4 
i 
) Package. o 
| = 
| < 
by E. L. BARRINGER, marketing editor  & 
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Rotary Snow Movers 





Continued 


Power, today, is the symbol of modern living. Power 
is also the symbol of almost unlimited profit possibilities 
for the hardware dealer. 

The amazing growth of the power mower trade in 
the post-war years demonstrates vividly the manner in 
which people—your customers—will accept the use of 
powered devices when they serve a useful function. 

Now, with the power mower field generally believed 
to be very close to its peak, a new market is being 
opened for powered equipment, a market made to order 
for hardware dealers. 

This new market is the rotary snow mover market. 

The application of power to the difficult, health- 
sapping task of clearing snow off driveways, sidewalks, 
parking areas, etc., is not new. But in the past there 
has not been an attempt of any magnitude to tap the 
mass market for this equipment. 

Now, however, there appears to be developing a real 
attack on this market, an attack that could bring new 
sales volume to hardware stores. 

This effort to develop the market for rotary snow 
movers is taking various forms. One, and very im- 
portant, approach, is the wide spread introduction of 
models priced to fit a mass market. Many snow mover 
models today are priced in about the same brackets as 
the medium-sized power mowers. 

A second approach is the national promotion effort 
that is getting under way that will focus wide spread 
attention on the values of owning powered snow 
movers. 


Market Is the Snow Belt 


Sales of rotary snow movers are not large, yet, per- 
haps in the range of 75,000 annually. This volume 
might be compared with mower volume in the 
“arly stages of its acceptance. Today, sales of power 
mowers run around 1,000,000 a year. 

While the market for rotary snow movers is limited 
to areas in the snow belt, the actual sales potential is 
not restricted to home owners with grass lawns. Snow 
falls alike on town and suburb and snow removal prob- 
lems are not limited to home owners only. 

To many observers, the rotary snow mover market 
has tremendous potentials for those willing to start 
now to cultivate it. It is a natural supplement for the 
dealer who has been selling power lawn mowers. 

The same basic techniques that work with lawn 
mowers can be applied to snow movers. Servicing re- 
quirements of mowers and snow movers have much in 
common and tend to level off the seasonal peaks en- 
countered in handling lawn mowers only. 

For the average hardware dealer, then, the logical 
questions he might ask are: Who are the prospects; 
what are the sales potentials; why will people. buy a 
snow mover; what are the best promotion and selling 
methods? 

Prime prospects are home owners, especially those 
in the suburbs and on farms. Basically, these are the 
home owners who buy power lawn mowers. They are 
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already adapted to the use of power to perform difficult 
tasks about the home. 

Home owners may be prospects as individuals, or 
several home owners may get together on a club plan 
purchase, thus pooling their snow mover as they do 
other yard and tool equipment. 

Important prospects can also be found in the cities. 
These will be commercial users. 

These are the owners of smaller retail stores, gas- 
oline filling stations, apartment houses, motels, and 
industrial plants. 

Commercial prospects also include institutions such 
as churches, hospitals, cemeteries, schools and colleges ; 
or governmental units such as fire and police stations, 
and government garages and buildings. 

Handy men who solicit snow removal jobs also are 
prospects. 

The key to why these prospects buy rotary snow 
movers is the fact that they have a snow removal prob- 
lem. That problem may be concerned with health, or 
with ease and speed of removal. 

The health angle is generally considered to be the 
most appealing and possibly the most effective sales 
factor in reaching home owners. 

The heart attack fear complex has been built up in 
recent years, and has fostered a keen desire among 
home owners to avoid over-exertion. 

Hand shoveling of snow is considered one of the 
hardest of home work tasks, especially when done after 
a strenuous day at the office or factory, and after 
eating a hearty meal. 

The health aspect is brought home sharply after 
snow storms with reports in newspapers of men, seem- 
ingly in good physical condition, who dropped dead 
while shoveling snow. 

Rotary snow movers will have a strony appeal for 
men who have a heart condition, and those endeavoring 
to avoid over-exertion. 

The problem of ease in removing snow involves the 
location and length of drives and walks; direction of 
prevailing winds; and barriers such as trees, bushes 
and walls. 


The Home Owner Prospect 


The home owner with a driveway 100, 200 or 300 
ft. long is an obvious prospect. The home owner with a 
shorter driveway, or with a garage attached to the 
house near the road, may be an equally good prospect 
because barriers and wind direction pile up snow and 
make power equipment most useful. 

Since the size of property alone cannot determine 
whether the owner might be a rotary snow mover pros- 
pect, the other factors that might cause snow to drift 
and pile up need to be taken into consideration before 
ruling out any home owner as a prospect. 

The snow removal problem involving speed is of 
special interest to doctors, service men, retail opera- 
tions such as gas stations, and others who must get out 
in all kinds of weather. They cannot wait until snow is 
removed by hand, or until a boy or handy man comes 
around to do the job. The purchase of power equipment 
is justified, even for a short drive or small parking 
area, on account of the speed factor, 

Prospects among commercial users buy on account 


















Rotary Snow Movers 





Continued 


of the speed, or time factor, in clearing away the snow 

Gasoline filling stations and motels, for instance are 
out of business after a snow storm until their drive- 
ways are opened. 

Hospitals, cemeteries, and fire and police stations 
must keep drives open for emergencies. 

Retail stores are crippled until their parking lots are 
cleared, particularly in small shopping centers. 

Industrial plants must keep parking areas open so 
employees can report for work. 

The commercial market has been served for a number 
of years by bigger power equipment. This equipment, 
however, lists for $500 up. A user must have a big area 
to clear to justify such an investment. 

There are many smaller businesses and institutions 
with snow removal problems that are prospects for the 
type of rotary movers engineered and priced for the 
mass market. Sales experience proves this point. 

An analysis of one manufacturer’s sales shows that 
about a third of the sales are made to commercial users. 
It was pointed out that this percentage relationship 
with home owner sales is subject to change as the home 
owner market expands. Dollar volume, however, of 
commercial sales should continue high, even if com- 
mercial sales volume percentage-wise drops. 

The sales potential, or the ultimate size of the mass 
market for rotary snow movers, is anyone’s estimate at 
this stage of market development. 
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Snow Type: 


Fluffy — Usually resulting from a light snow 
fall with large flakes. Contain: 
considerable air and is generally 
light and sticky. 





ombinatior 
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Powdery —Very fine ice crystals. May vary, 
from light to heavy and is usually 
dry. When dry, will blow. 

Grainy —Ice crystals with perceptible size 
May result from sleet or from 
growth of ice crystals in snow that 
is on the ground for some time. 

Hard —Where ice crystals have frozen 
together giving considerable 
strength to the snow. Usually 
occurs when sticky or wet snow 
refreezes. Snow that has been on 
the ground for « ynsiderable time 
and subjected to thawing and 
freezing cycles will be hard 

Packed —Where snow has been walked or 
driven on. Usually encountered on 
sidewalks at base of other tyr 
snow, due to traffic during storms. 
The above types will often be 


The market has been described by some authorities 
as “enormous,” as “unlimited,” and as having “barely 
been tapped.” 

‘Barely been tapped” is an apt phrase. Total sales 
last winter—that is, of mass market rotary move) 
probably was considerably under 50,000 units. Sales 
this winter may be around 75,000 units. 

One method of sizing up the potential among home 
owners is to consider prospects in relation to buyers of 
power lawn mowers since both of these markets are 
rather similar in many respects. 

One sales executive estimates a top potential for the 
home owner market as one snow mover for each power 
mower owner in the snow belt. From the viewpoint 
of the prospect of more immediate sales, the general 
appraisal is that out of each 10 owners of power 
mowers, four are prime prospects for the sale of snow 
movers. 


An Expanding Market 


An idea of the manner in which the snow mover 
market is expanding may be obtained by the experi- 
ence last year of a dealer near the southern border of 
the snow belt. This dealer has 180 customers who pur- 
chased a small garden type tractor with a power mower 
attachment. Last winter 34 of these customers bought 
snow mover attachments. 

The chief interest in rotary snow movers at the mo- 
ment is the original sale. The potential in service 
sales should not be overlooked. 

Demand for immediate service work on power snow 
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Snow Terminology 


Snow Moisture: 


Dry — Will pack poorly or not at all. 

Sticky —Pac!s well. Makes good snow 
balls. 

Wet —Shows water when squeezed. 


Slushy 


—Semi liquid. 


Snow Weight: 





Light —tLess than 10 !b per cubic foot. 
Medium —10 to 20 Ib per Cubic foot. 
Heavy —20 to 30 |b per cubic foot. 
Very heavy Over 30 lb per cubic f 
The weight of the snow is found by 
weighing a sample or by com- 
paring the volume of a snow sam 
ole to the volume of water after 
melting. | 
tesy Reo M | 
{ 
} 
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Some types of equipment available for hardware dealers to sell in the power snow 
Source of illustrations in. panel above are, top row, left to right, Reo Motors, In 


left to right, Toro Mfg. Co.; Jacobsen Mfg. Co.; Pioneer Gen-E-Motor Corp.; Sensation 


movers and power lawn mowers comes at opposite sea- 
sons of the year. This, along with off-season preven- 
tive maintenance services, can ultimately build a bal- 
anced year round load for the service shop: In the 
summer, immediate service on lawn mowers and pre- 
ventive maintenance on snow movers; in the winter, 
immediate service on snow movers and _ preventive 
maintenance work on mowers. 

The development of promotion and sales programs 
should take into consideration these two major sales 
periods: 

(1) Pre-season sales—-made from store displays, 
stimulated by newspaper, radio and store advertising, 
etc. 

(2) Sales made by demonstrations during early 
snow falls. 


Pre-Season Selling Effective 


Pre-season selling efforts have proved particularly 
effective in the autumns following especially severe 
winters. Then your prospects have vivid memories of 
the previous winter and displays and advertising pro- 
grams result in sales since customers want to be pre- 
pared in case of another severe winter. 

The experience of one retail outlet, in a large city, 
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over mass market 
Bi len: Py duct 
Division, Food Machinery & Chemical Co.; Western Tool & Stamping Co.; Quick Mfg. Co. Bottom r 


Mi wer In 


shows the effectiveness of pre-season displays, In an 
autumn following a severe winter. More than 50 pet 
of the dealer’s total sales of rotary snow movers that 
season were made prior to the first snow fall. 

Regardless of whether pre-season efforts result in 
immediate sales, a strong and early promotion is indi 
cated as a build-up for demonstration selling during 
snow falls. 

Store displays can be set up on the floor and in 
windows as soon as power lawn mowers are put away. 

Advertisements can be placed in newspapers and 
rotary movers mentioned in your radio announcements. 

Direct mail pieces can be sent to prospects. 

Early promotions have a three-fold purpose: To 
make sales, to establish the dealer’s store as snow 
mover headquarters and to line up prospects for demon- 
strations during the first snow fall. 

The big sales opportunity, the pay-off, comes when 
winter skies become overcast, and customers and em- 
ployees begin predicting that “It’s going to snow.” 

in preparation for the big opportunity, newspaper 
advertisements and radio copy can be arranged in ad- 
vance. Copy for newspaper space and radio announce- 
ments can be placed, to be used whenever the weather 
bureau prediction is for a sizeable fall of snow. 

Demonstration appointments can be made in ad- 
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vance, you can load a snow mover on a truck at the 
first sign of snow and make demonstrations on pros- 
pects’ walks and drives, close sales, and leave the 
mevers. 

“A very large percentage of the year’s sales are made 
with the first snow fall,” one manufacturer points out. 

“The dealer should be prepared to take movers out 
and deliver or demonstrate them while the snow is 
coming down. He will be very disappointed unless he 
is prepared to do this. 

“Those dealers who advertise, who are ready to go 
out and demonstrate during snow storms and who have 
machines on the floor ready for delivery, make rather 
phenomenal sales,” this sales authority has found. 

Currently there are about 20 manufacturers of vari- 
ous types of rotary snow movers in the mass market 
field. The machines marketed by these companies 
cover a wide price range and a wide variety of models. 

Most of these units are one-purpose, gas engine 
powered, self-propelled units. Several manufacturers 
produce snow movers for attaching to the smaller 
garden type tractor. 

Power plants range from 1.5 to 5 hp standard-type 
gasoline engines, with most units being fitted with a 
2 or 2.5 hp engine. There is one electric motor unit 
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RECORD SNOWFALL SNARLS COUNTY: 
(MORE IS FORECAST LATER TODAY 


lima: Man Dies Shoveling Drifts; 
Commuters Slowed, Traffic Stalled 
In Wind-Driven 2.4-Inch Storm 
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Newspaper headline fo- 
cuses attention on one of 
the strongest selling points 
for power snow movers. 


on the market driven by an electric motor. 

The cut taken by these machines varies from 12 to 
25 in., with the bulk of the units being in the 16 to 
18-in. cut field. 

List prices for the single purpose snow movers range 
from $134.50 to $219.95. Snow mover attachment 
units for attaching to small tractors range from $29.50 


to $82. 





Service Sells Price-Minded Buyers 


Wisconsin store helps overcome discount seeker’s objection 
to paying list price by emphasizing the service offered. 
Complete demonstrations help clinch many sales 


When price-minded prospects in- 
quire about discounts in the new 
second-floor appliance department 
at the Wm. Krueger Co. in Neenah, 
Wis., no surprise is shown. There 
is no argument! 

Krueger’s appliances are sold in 
most instances at the regular list 
price, less what ever allowance may 
be granted on a trade-in. 

Henry Cramer, buyer and man- 
ager of the department, and his 
staff are accustomed to hearing 
prospects say, “We can get a dis- 
count at another store, but we 
thought we would like to look at 
your lines first.” 

Mr. Cramer says, “When a price- 
minded customer talks about dis- 
counts, our first step is to tell him 
that we want to show him our ap- 
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pliance and give him a complete 
demonstration. We tell him we will 
talk about price after the demon- 
stration.” 

This sales attack has enabled the 
firm’s appliance department to do 
such a sizable volume in the last 
few years that it recently had to 
enlarge that section for better 
demonstration and display facili- 
ties. 

The salesman makes a very com- 
plete demonstration of an appli- 
ance, pointing out its numerous 
features and how it is operated for 
most efficient use. Then he em- 
phasizes that Krueger’s offers com- 
plete repair service on its lines. He 
stresses the fact that the company 
has sold thousands of appliances in 
the area, and that many appliance 


buyers have in a period of years 
come back for replacement units as 
needed. 

“We are all well trained in mak- 
ing convincing demonstrations,” 
says Mr. Cramer. “Demonstrations 
give us our chance to explain an 
appliance and its use, and to sell 
the prospect on our line. If we at- 
tempt to talk price with the dis- 
count-minded prospect the moment 
he enters the department, we are 
lost.” 

When the time comes to talk 
price, the manager or one of his 
two salesmen, name the regular 
price or very close to it, working in 
the trade-in allowance at the same 
time. Trade-in units are displayed, 
reconditioned and widely advertised 


(Continued on page 46) 
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How We Improved Our 


Inventory Taking 


Advance planning makes for easier inventory taking and 
results in greater accuracy. Here's a procedure that offers 
suggestions that can be used by any hardware store 


by Edward W. Rhodes 


Advertising Manager, 
Warner Hardware Co., 


Minneapolis, Minn. 





Some years ago inventory taking 
at Warners was a project of some 
magnitude. 

At that time salespeople tried to 
take inventory while the store was 
open for business. When a cus- 
tomer wanted items that had been 
counted, it was necessary to sub- 
tract the number from sheets in 
each bin. After working for sev- 
eral weeks at counting, the sales- 
people worked all day Saturday and 
Sunday to finish up. 

Since the “Good Old Days” of 
1943, Warner’s has resolved inven- 
tory taking into a streamlined, well- 
planned and thought out system. 
The task now is much less disagree- 
able and the count is much more ac- 
curate. 
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The key to the taking of inven- 
tory is the planning of the tcams, a 
job which logically enough falls to 
the personnel department. 

In planning the number of teams 
needed for each store, personnel de- 
pends to a great extent on the notes 
from the previous year. 


Reports Required 


Each year the department man- 
agers and executives in charge of 
the store are required to write a 
comprehensive report on the details 
of the taking of inventory under 
their supervision. They include 
suggestions for improvements for 
the following year. 

As is probably the case with most 
stores, our inventory teams consist 
of a writer and acaller. The caller 
is chosen for his knowledge of the 
department to be inventoried. The 
writer, usually a girl from the of- 
fice, is chosen for her handwriting 
alone. 

Warners used to make quite a 
production out of pairing off teams, 
considering such things as com- 
patability, temperament, likes and 
dislikes. This developed so many 
headaches that it seemed out of 
place in planning inventory teams. 
The major factor now is where the 
people live, so that we can send peo- 
ple to inventory the branch store 
nearest their homes. 


Because of Warners six locations 
it is not possible to take inventory 
at all locations at once. Thus a 
schedule is set. 

Dates are set as close as possible 
and practical to January 3lst, the 
last day of Warners fiscal year, and 
by the organization of several com- 
plete teams several branches are in- 
ventoried in one night. 

In planning the number of teams 
needed, the personnel department 
checks the previous years notes, and 
plans enough teams so that the en- 
tire counting of a store can be done 
in about four hours. 

“In addition to the teams, one of 
the most important positions to fill 
i3 the inventory supervisor for each 
store. This position is filled with 
an experienced executive whose re- 
sponsibility it is to check off the 
teams as they report to work, give 
instructions, make assignments, and 
collect the sheets after the counting. 

The manager of the store is 
usually assigned to help the super- 
visor in the work organization and 
to answer questions. Next in im- 
portance are the floaters. 

Two floaters to each store are 
found to be invaluable. Preferably 
experienced people, they fill in for 
last minute absences or pitch in to 
help when any team seems to be 
falling behind. 

Finally, in the scheme of things, 
are the counters. Taken from the 
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office. In order to get a true count- 
ing, it is necessary for the account- 
ing department to have this in- 
formation. 

Warners’ inventory sheets are a 


stock boy or mail boy ranks, they 
do nothing but work ahead of the 
teams counting the merchandise 
that is in bins. 

Whenever 


basis of past experience, the cor- 
rect number of writer-caller teams 
is assigned to each department with 
the most caller in 
charge of the departmental teams. 


experienced 


bins contain more ar- 





ticles than can be counted at a standard form with ruled columns 
quick glance, the items are hand Supervisor to Each Group for the date, department or branch; 
counted, and the total entered on In other words, every group of with a space to record the name of 


the caller and writer. In addition, 
the writer carefully numbers each 
sheet. - 

The caller requests the writer to 
list the item with complete descrip 


a slip which is placed in the bin. 
Then when the teams come to the 
bins, it is only necessary to glance 
at the slip and call out the article 
and the quantitv. 


teams has a supervisor. He makes 
the assignments as to the 
teams are to start working, organ- 
iziny the work so that all merchan- 
dise in a department is counted. 


where 


Counters are particularly impor- When the teams have finished a tion which he calls out. This in- 
tant in speeding up the counting of series of bins or sections of the cludes number, quantity, and unit. 
small items like nuts, bolts, electri- display counters, they report to the When calling merchandise, our 
cal fittings, tool parts, ete. It is departmental supervisor who checks callers have been instructed to 
usually possible to have the stock that section off. Then when all yroup the items. For example, we 


want all the waffle irons together on 
one page. 

This is a big help later when the 
department manager is pricing the 
inventory because our price books 


rooms counted and slipped the af- teams have finished the supervisor 


ternoon of the inventory. reports to the executive in charge 
that all items 


and checked in a department. 


Similarly, slow moving items are have been counted 


counted early, and any sales are de- 





ducted from the counting sheets. It is also up to the executive in 













































































Long before the teams report for charge to see that the readings are and stock records also have waflle Inven 
inventory taking, all the assign- taken off the cash registers and the irons grouped together on the same a cal, 
ments have been made. On _ the charge sheets are turned in to the page. Here 
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Inventory taking is a matter of team work, a tea nsisting of 


a caller and a writer, the latter chosen for leqi! 


f handwriting 


Here Ed White, assistant manager of the tool department calls to 
Phyllis Gardner of the departme 


In addition, in our system it is 
important to list together all items, 
for example waffle irons, made by 
the same manufacturer. This is 
helpful when 
since XX waffle irons, models A, B, 
and C would all carry the samé dis- 
count. 


figuring discounts 


Since the callers generally do not 
know the discount, we ask them to 
skip a line between manufacturers 
and between makes and types of 
products in a merchandise group. 
For example, we would skip a line 
between X and Y brand and _ be- 
tween waffle irons and steam irons. 

This not only makes a break be- 
tween the groups, but most impor- 
tant, it provides a space on which 
the discounts can be noted and fig- 
ured, 

After the inventory teams have 
finished a store or department, the 
executive in charge carefully col- 
lects the sheets and checks every 
page to be sure that no sheets have 
been lost. Obviously, a lost sheet 
is like losing company money. 

As a further safeguard against 
losing sheets, all are collected and 
carefully numbered with a number 
stamping machine. It is then pos- 
sible to check at the end of the 
project and be certain that all sheets 
are accounted for. 
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After being numbered, th« cet 
for each department are banded to- 
gether and turned back to the de- 
partment manager. It is then his 
ob to price all the items at cost or 
market price, whichever is lowest. 
In other words, he prices at what we 


Stan Larson, manager, cutlery department, call 


paid for the item, unless the price 
has gone down since the item wa 
purchased. In that case, we mark 
it at the lowest price. 

In looking up the price, to record 
it on the inventory sheet, the man 
ager goes by our stock control rec 
ords rather than the current price 
book. This is done because the 
price book reflects the new and 
higher price increases from the fac 
tories. 

For example, an item purchased 
six months before may have cost 
30¢. Lately the factory might have 
sent in an increase on the item of 
10 pet. In the price book, the new 
price of 338¢ would be shown But 
we expect our inventory to reflect 
the low market price 

When the department manage 
has finished with his inventors 
sheets, he has each item priced at 
list with the discount indicated, o1 
at net as the case may be. At thi 
point we call in a professional ex 
tending company. 

This company has a trained staf! 
who does nothing but this kind of 
work. We find this saves us time 
and money, for the sheets com: 
back, figured and totaled. 

However, we find it important to 
have the department  manayers 
double check all items. It Is pos 


(Continued on page 8) 


Marolt. Slip in Larson's hand contains count of items in t 
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Kitchen Modernization Sales 





NS in Kitchen Projects 


Here’s an outline of the methods used by a store in a 

town of 2,500 to merchandise installations at $1,800 

and higher. Advertising, unusual displays and complete 
service sell firm’s kitchens 


Kitchen stoves and ranges have been an important are a part of complete kitchen modernization projects 
line at the P. IE. Snyder & Son Hardware store in priced at $1,800 or more. 
Blanchester, Ohio, for more than 50 years. They con- Volume in kitchen projects accounted for $125,000 
tinue to be a big line, bul in many instances such sales of the firm’s $700,000 sales in 1952—a particularly 


Suggesting part of a new home is this complete model kitchen unit at the store. 


as, 9 
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Another view of 
one of the fea- 
tured kitchens. 





outstanding figure for a store located in a town of 
2,500. The firm’s co-ordinated kitchen merchandising 
program has helped to take its story throughout an 
area within a 30-mile radius of the store. 

Consistent advertising, use of three model kitchen 
displays in the store and employment of a full-time 
staff of mechanics, carpenters and other skilled crafts- 
men to install modern kitchens designed by its plan- 
ning service have all been important factors in making 
kitchen sales. 

Harry C. Snyder, vice-president and general man- 
ager of the firm, and son of P, E. Snyder, president, 
says, “Our job today is mainly helping people to 
modernize their homes. We believe that the kitehen 
is the center from which we can pave the way to sup 
plying other hardware store merchandising. While 


The air-conditioned consultation roon 


where prospects for planned kitchen 


are given refreshment and idea: 


Other custom- 
built kitchens are 
presented in 
these displays. 
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A MODERN KITCHEN 





+ Mew Wille oole . forve fan Hill Cinetnnatt Thie ie the second ye 


MRS SCHNEEBACH SAYS 











The public ie invited to vieit mur (just remodeled) kitchen plannir ous types of kitchens and appliances ( heose 


the ones you like Free plans and estimates given af oil (umes 














Five-column testimonial ad shows a jol Jone by 
the store's staff, the owner of the kitchen and some 


data on its color scheme and content. 


we do install kitchens in new homes, the bulk of this 
business is in the modernization of kitchens in older 
residences. 

“Many of our kitchen jobs are in the homes of oldet 
people, whose children have grown up, gone to school 
or have married and moved elsewhere. The parents 
want to enjoy the convenience and luxury of modern 
living including extensive kitchen improvements.” 


P. BE. Snyder used testimonial style advertising for 


many years to help sell stoves. More recently he has 
used the same idea with comments from customers 
to whom his organization has sold modern kitchen 
projects. Each of these ads in a local weekly news- 
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paper shows a large illustration of the customer's 
kitchen, plus a signed statement as to the satisfaction 
obtained from use of the installation and a descriptio: 
of its color scheme and contents. 

our times a year, Snyder’s send out 10,000 booklet 
showing in 28 pages of colored illustrations kitchen 
bathrooms and plumbing and heating items the fir: 
can supply. A 15-minute radio program is used once 
a week on a nearby station by the company. Occasional 
spot announcements are broadcast from Dayton and 
Cincinnati radio stations to publicize kitchen and 
other equipment. 

When a visitor expresses interest in a stove, kitchen 
cabinets or other related merchandise, she is directed 
to the Planned Kitchen Center managed by 25-year-old 
Cooper Snyder. Mr. Cooper or his assistant, Mr 
Wilma Walton, shows the prospect through the three 
model kitchens, inquires as to what the visitor has in 
mind for equipping her kitchen and then shows he: 
photographs of some of the kitchen modernization job 
done by the firm. 

The visitor is invited into the firm’s air-conditioned 
consultation room, and a cup of coffee is poured for 
her. While relaxing, she explains her needs and tell 
of her present kitchen arrangement. A visit to the 
prospect’s home is suggested with emphasis on the 
fact that no obligation is entailed. 


Prospect Receives Courteous Attention 


Whether the prospect wants a single cabinet or a 
complete kitchen installation, she is given the same 
courteous attention including the cup of coffee. The 
coffee maker is always in operation at Snyder's, as 
much as a full pound of coffee being consumed in a 
single day by visitors looking at cabinets, stoves, 
refrigerators or dishes. 


The consultation room is directly opposite one of 
the three model kitchen displays, located in the cente 
portion of the 188-ft. long display room. Each of the 
three kitchens is completely equipped and _ include: 
materials for floor, walls and work surfaces in a variety 
of colors and finishes. 

If the prospect agrees to a visit to her home for the 
planning of a new kitchen, a drawing in colors is late) 
provided to visualize the project in its finished form 

Snyder’s first kitchen—10x14 ft.—has a price tay 
of $2,800 including installation. It has built-in range, 
oven in the wall, and attractive cabinets in blonde 
wood. A breakfast bar, pull-out table, cabinet sink 
and refrigerator are part of this unit. 

A 9x11-ft. kitchen includes sink, cabinets, luncheon 
counter, refrigerator and stove. Various types of wall 
tiles are set in place to suggest different color scheme 
that can be offered. 

The third unit is 9x12 ft., features a corner sink, 
automatic laundry, U-shaped luncheon counter, wall 
cabinets and built-in oven. Walls are finished in plas 
tic tile, with a mural over the sink. Contour-typ: 
linoleum tile covers the floor. 

With the exception of a few lower-priced cabinet 
the firm’s inventory of this type of unit is kept at the 


(Continued on page 45) 
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30-ft Islands 


65% Display Area Increase 


Use of long display units permits showing more goods 


in same store without an increase in floor space 


How could you increase your dis- 
play area without enlarging the 
floor space of your store? 

Paul Hesse, owner of the Ace 
store at Libertyville, IIL, obtained 
more display area by re- 
modeling his 30x75-ft store. Now 
the front-of-the-store display is- 
lands are 30 ft long with the middle 
aisle leading visitors to the center- 
of-the-store cash and wrap center. 

Better traffic distribution and in- 
creased display facilities have re- 


65 pet 


sulted in an up-swing in volume and 


Three-section wrap and cash se 


profits. Impulse sales have shown 


an increase. Many customers serve 
themselves and take 
chases to the wrap table 
The 30-ft display units were made 
Ix 10-ft 
side of a wide 


their pur 


by placing three island 
end-to-end on either 
center aisle. 

The cash-and-wrap center i 


of three tables 


made 


with yvraduated 


shelving on the front of each. The 


unit on which the cash reyister is 
placed faces toward the front door 
Ample 


pace between each unit per 


ction, looking toward the 


‘tp ) Boel 


a 
‘ “I, 
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mits easy entrance to the section 
from all sides. 

Many customer elect’ merchan 
dise as they go down the center 
aisle, pay for it at the cash-wrap 
center, take their merchandise and 
walk back through one of the two 
side aisles. Some of them will, as 
they walk down the side aisles, see 
other merchandise they want and 
reverse their steps to make thet 
purchases 

rom the wrap table to the rear 


of the store are two rows of 1s 











Left—The two 30-ft display 
tables as seen from store's 
front door. 


Below left—Wide aisles lead 
from the cash-wrap tables to 








the front of the store. 


lands, 20 ft long. Each is com 
posed of two 4x10-ft units set end 
to-end. 

The firm’s office has been raised 
one foot above the store floor to en- 
able checking the in-and-out flow 
of traffic and to see operations 
throughout the entire store. 

Heavy wooden shelving set at an 
angle and supported on angle iron 
is used for wall display of planes 
and small power tools. This idea 
encourages many customers to more 
freely examine these items. 

The store’s remodeling program 
was started more than a year ago 
when Mr. Hesse acquired the store 
in a location long occupied by an 


Ace store. He also manages an Ace So 

store at Crystal Lake, Il. to be 

Since acquiring the Libertyville ance 

store Paul Hesse has stepped up enact 

advertising. He blankets his trade Un 

area with seasonal catalogs and cir- back 

culars and finds many shoppers these 

bringing in his mailing pieces as a apply 

guide in their buying. Pa 

inste; 

wage 

—_ En 

“ 2 pet 

A Dealer Reports on Christmas Sales Ss 

ste: 

. earni 

—gift wrapping a full sized axe ! ae 

Marc 

Dear Editor: tool gift wraps was a full sized axe! items. Our stock control helps weed ou 
When I first saw the “Check List Our consumer catalogs have been out slow movers before they become Sir 
for Better Christmas Selling,” cut three weeks now. The immedi- shelf warmers, thus making room chang 
(HA, Oct. 1, 1953, p.88) wethought ate response was more than ex- for the new lines. More effort was up or 
it an excellent idea. After put- pected in toys. Other departments  ™made in feature displays of new respo 
ting it to work for us, we can’t had a slower start but are doing items backed by advertising when with 
thank you enough for it. We fol- fine now. One thing is apparent. possible. It did bring results. If 
lowed quite closely all suggestions. It’s going to take lots of selling to This business certainly is inter- partn 
It certainly was most helpful and beat last year. The trend is defi- esting and becomes more so every you ¢ 
indications are that it is truly a nitely to the less expensive lines. year. There As always something unde1 
guide to better Christmas profits. : ; Riis new to deal with, some new problem you } 
We are quite proud of our holi- Too often I think we are inclined to overcome. If only we had the ; Yo: 
day displays this year. We are put- to turn down new merchandise be- time to put into practice all the from 
ting forth some real effort to sell  C@US¢ we have something that will ideas we have. ges 
screw drivers instead of letting the 40 We ask, where will we display This coming year is going to be ig be 
shop down the street sell ties as it? Won't it mean more work? a challenge. Our store has never aliasin 
Dad’s gift. Right up front we set up We become lazy forgetting that shown a drop in volume to my oii 
a 12-ft. wall section devoted to hand __ it’s the new items that often pro- knowledge and I’m determined to of wn 
and power tools as gift suggestions. vide those plus sales. We have de- see if we can’t maintain that record. Th 
Incidentally, one of the very first cided to be more receptive to new —A Midwest Dealer to an 
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Store Management 





Social Security Taxes 
Rise On January | 


Pay roll deductions and employer payments go 
up to 2 pet after first of year. Tax rate for self- 
employed also will be increased to 3 pct 


Social security tax payments are 
to be increased Jan. 1, in accord- 
ance with an amendment to the law 
enacted in 1950. 

Unless Congress, when it gets 
back in session changes the law, 
these are the new rates that will 
apply to you and your employees: 

Pay roll deductions will be 2 pct 
instead of the present 1% pct, on 
wages paid after Jan. 1. 

Employer payments will also be 
2 pct instead of the present 11% pet. 

Self-employed tax rises to 3 pct 
instead of the present 214 pct, on 
earnings during 1954 which will 
show up on your tax return due 
March 15, 1955. 

All taxes apply to earnings up to 
$3,600 a year. 

Since the tax rate is to be 
changed, this is a good time to check 
up on your payments, benefits and 
responsibilities to keep up-to-date 
with the program. 

If you operate your store as a 
partnership or are the sole owner, 
you are classified as self-employed 
under the social security law and 
you have two responsibilities. 

You must report your earnings 
from self-employment at the end 
of your taxable year. The report 
is part of your annual income tax 
return, and includes your social 
security number and a description 
of your business. 

The new rate of 3 pct will apply 
to earnings next year and will be 
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reflected in your tax return due 
March 15, 1955. 

The 3 pct rate is scheduled to 
continue through 1959 when the 
rate will be increased, according to 
the present amended law, to 334 
pet. 


Report Wages 


Your other responsibility is to re- 
port wages paid employees each 
quarter to your Director of Internal 
Revenue Service. Each employee’s 
name must be listed exactly as it 
appears on his social security card. 

The tax on and for wage earners 
is to be increased Jan. 1 to 2 pet. 
This new rate will be reflected in 
deductions made on wages earned 
after the first of the year. 


Employer payments, made by cor- 
porations and by self-employed em- 
ployers, also will go up Jan. 1 to 2 
pet. 

The 2 pct rate on and for wage 
earners will continue through 1959, 
when it is to go up to 2% pet. 

The monthly retirement and sur- 
vivors benefits continue as provided 
by the 1952 amendments. 

Retirement benefits depend on 
average monthly earnings after 
1950. 

For a retired worker, the benefits 
range from $27.50 to a maximum of 
$85 a month. 

For a retired worker and wife, 
the range is from $41.30 to $127.50 
a month. 

Survivors — benefits 


(Continued on page 44) 


depend on 








How You Can Safeguard Your 
Social Security Benefits 


Check your wage record. Ask Social Security field office for in- 
quiry form to get written report on your account. 

Check new tax rates effective Jan. |. Pay roll checks will have 
bigger deduction. Your employer payments will also be larger. If 
you are self-employed, your 1954 earnings will be taxed more when 
you make your tax return in 1955. 

Check with your nearest Social Security field office when you re- 
tire, or become 65 years old, to review your status. 

Tell your family what steps they must take to obtain the lump sum 
payment and survivor benefit payments. 
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R & a 
ental Tools Yield Two Profits r 
= 9» Pow 
= 8 — 
_— { 
= Virginia dealer gets one profit from fees by first 4 yee 
= renting tools to transient type customers. After ¥ é 
= fees cover costs he gets second profit by selling % 
= rental equipment as used tools to local customers 
= % 
= ‘ P 
= ZO 
bs 
= 1SSSSS 
= Advert 
= newspa 
= “Tf you can rent a tool and then sell it as used equip- 
= ment, your gross profit is greater than if you sold the 
= tool outright as new,” T. A. Cox, owner of Falls Church 
z Hardware store, in Falls Church, Va., points out. 
= Consequently, Mr. Cox always is willing to take a 
= Related merchandise items are suggested new tool off the shelf for rental, if one is not available 
= byT. A. Cox, right, when he rents or sell: in the rental department stock and ultimately sell it 
= a floor polisher. as a used tool. 
= Three factors make this a profitable policy. 
First, Falls Church Hardware has a natural, definite 
market for both rental and used tools. 
Second, records kept on rented tools show when it 
is profitable to sell them as used tools. 
Third, maintenance costs are kept low by using tools 
of good quality for rentals. 
75,000 in Trading Area 
Falls Church Hardware attracts business from a A rec 
town of about 15,000 population plus a surrounding importa 
countryside with 60,000 population. This is over in His r 
Virginia, across from Washington, D. C. has phot 
“We are in a town made up largely of government ler figu 
and military service personnel, a transient population shop tic 
with stable income,” Mr. Cox explains, in an analysis “This 
of his customers. my 86 
“These people are on the move every few months. paid fo 
They have no desire to own and transport expensive into hi 
power equipment. They prefer rentals. should ; 
“My market for the used equipment comes from : lake 
local residents. $18. It 
“These people try to get as much for their dollar to $22 1 
as possible. Buying a used tool for a fraction of what show ac 
it would cost new appeals to them.” to buy | 
A transient customer recently needed a pipe wrench Sheet ai 
for a plumbing job. Mr. Cox took one from stock, at greater 
50¢ a day rental. Some day a local resident will want Rent 
to buy a used pipe wrench and Mr. Cox will have just a mont! 
what he wants among his rental tools. lets ren 
40 HARDWARE AGE, DECEMBER 24, 1953 HARDV 
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For Rent 


Power Lawn Mowers 
Walipaper Steamers 
Power Post Hole Digyers 
Hundreds of other iterns 


Falls Church 











’ Hardware aan 
3 = «:132 No. Washington St. ee 
Next to State Theatre ike 
) JE 2-6622 Falls Church - Rental period starting this date a: ‘ 
SSSSSSSSSSSSSSSSSSSSSS rate of § Per hour/day A-MOPM. at the 
Anticipated date of return 
» 19 


Advertisements in county weekly 
newspaper promote tool rentals. 






returned on time. 


A record on rental tool income and expense is highly 
important, Mr. Cox points out. 

His record is kept on a wide, ruled sheet. Each too! 
has a column. It takes about 114 hours a week to trans- 
fer figures from rental agreements and from repair 
shop tickets. 

“This clerical work takes time, but it is the only 
way a dealer can determine at what point the tool has 
paid for itself, at what point he may start running 
into high maintenance costs and at what point he 
should sell,” Mr. Cox observes. 

Take the case of a wheelbarrow. It will cost around 
$18. It will rent for $1 a day. It will bring from $18 
to $22 in the used equipment market. The record wil! 
show actual income from rentals. If a customer wants 
to buy the wheelbarrow, Mr. Cox can check his record 
sheet and tell at once whether to sell or to hold it for 
greater rental income before selling. 

Rentals of a mower in a busy season may in about 

a month equal cost. The record shows this. Mr. Cox 

lets rentals run a bit above cost, then sells. 
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Falls Church 


132.N WASHINGTON ST. 


Name 
Address 
Operator Lic. 






Employer 
RECEIVED FROM FALLS 


Equipment Returned 
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“For rentals, use the best quality tools to be found 
in the market,” he advises. 

“Use equipment that is durable, that can take hard 

usage and that will not require continuous mainte- 
nance. 
“Use tools for which the parts supply situation is 
dependable. If you cannot get parts for a damaged 
tool you can tie it up for weeks, and find that the season 
for it is over and you’ve lost $100 while it was stand- 
ing idle.” 

Mr. Cox has a repair shop, and his repairman spends 
he equivalent of four days a week on inspection and 
maintenance of rental tools. Equipment leaves the 
store in good operating condition. The investment in 


4 
t 


shop tools is about $500. 
The store has an income of around $2,500 a year 


from sandpaper, floor wax, steel wool, varnish remover, 
wool bonnets, and other tool rental related items. 
Tool rental income is about $8,000 a year. 
“When customers come in for hardware items, paint 
or garden supplies we ask them what kind of a job 
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they happen to be working on,” Mr. Cox explains. 

“Frequently we find they are on a job where power 
tools can be used, and they have never used a power 
tool. We tell them they can do the job better and faster 
if they use a power tool and that we rent tools. 

“The dealer who rents tools must know how they 
operate and how they are used. He must be willing 
to spend some time in instructing householders who 
are mainly amateurs. 

“As the customer gains skill with experience, he 
undertakes other home construction and repair jobs. 
He comes back time and again on more 
projects.” 

Mr. Cox also merchandises his tool rental depart- 
ment with advertisements in the weekly county news- 
paper. Last spring he bought a spot announcement 
series on a radio station, one announcement a week for 
four weeks, but he has no opinion on the results. 


complex 


$8,000 Investment in Rental Tools 

Falls Church Hardware has an investment of about 
$8,000 in rental tools. These include sanders, polishers, 
waxers, edgers, power lawn mowers, sledge hammers, 
chain saws, house jacks, ladders, post hole diggers, 
paint sprayers, sump pumps, caulking guns, shingle 
cutters, fertilizer spreaders, electric hedge clippers, 
block and tackle, chain hoists, wallpaper steamers, and 
wheelbarrows. 

Rental fees are from 50¢ to $15 a day. 


Advance rental fees depend on whether the customer 
is known to Mr. Cox. Most tools are rented by regular 
customers, so there is no advance. If Mr. Cox does not 
know the customer, the time the tool will be required 
is estimated and the customer is asked to pay twice 
that rental. Balance is refunded upon return of tool. 


Rental Form Records Entire Transaction 

The rental form records the customer’s name, ad- 
dress, vehicle operator’s license number, and name and 
address of employer; tools taken out; time out and in; 
and rental fee. The form also includes a statement of 
rental conditions. 

The customer signs the form in duplicate. He keeps 
one copy. The other copy is filed by Mr. Cox. 

The store file is set up alphabetically, and every 
other day Mr. Cox checks the copies to note which tools 
are over-due. 

“We have never had a single loss through rentals,” 
Mr. Cox notes. 

“In cases where we thought a customer might be a 
risk in a late return, we called him up to find out the 
reason. If we were not satisfied with his answer we 
went to his home and picked up the equipment.” 

Mr. Cox adds a word of caution against deliveries. 

“If you offer free pick-up and delivery service, you'll 
be running out to deliver tools that rent for 50¢ a day, 
and putting your profit into overhead.” 





Dealer's Catalog Features 111 Items 





SCHLAFER'S 


A catalog to build stove and mail 


order sales has been issued by 
Schlafer’s hardware store, in Ap- 
pleton, Wis., with the theme that 
here are 111 items sniffed out by 
the store’s dog “Oscar” from about 
70,000 items in stock. 

The catalog entitled “Schlafer’s 
Post Examiner” has “Oscar” on the 
cover sniffing around and the state- 
ment that the catalog is “edited by 
our dog ‘Oscar.’ ” 

A statement on the inside front 
cover signed by Karl Haugen, store 
president, points out that the cata- 
log “‘will serve to introduce our dog, 
Oscar, who has been snooping 
among the 70,000 items we carry in 
our store” and that “Oscar has 
picked out a few items that may be 
of interest to you.” 

The statement notes that Schla- 
fer’s was winner of the 1953 Brand 
Names award among retail hard- 
ware stores. 

The catalog, printed in one color, 
has 28 pages plus covers, and is 334 
in. wide by 8% in. deep. 

Each item is described briefly, 
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priced and illustrated with a line 
drawing. 

Contents are divided into these 
sections: housewares, toys and 
sport items, appliances, spic and 
spans, tools, builders’ hardware and 
lifetime gifts. 

The inside back cover is an order 
blank for mail order customers. 

The outside back cover is for ad- 
dressing. 

Some general selling statements 
are scattered through the catalog, 
such as: 

“Quality is remembered long af- 
ter price is forgotten.” 

“Use our lay-away plan. A small 
deposit reserves any toy until you 
want it.” 

“It would take many freight cars 
to bring to you the 70,000 Brand 
Name items we have in our store. 
We can’t take them to you so here 
are just a few to tempt you to come 
in and browse.” 


Front cover of the catalog. 


POST EXAMINER 


EDITED BY OUR DOG "OSCAR" 
115 WEST COLLEGE AVENUE 





APPLETON, WISCONSIN 
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@ Standard Shield Brand tools have been the 
choice of industry since 1881. They are made 
in one top quality—Industrial Quality—as 
demanded by industrial users. The line is 
complete—from it you can select and stock 
every type of cutting tool your trade demands 
—either as individual tools or in special sets 


TANDARD [OOL ({O. 


FACTORY BRANCHES IN: NEW YORK ¢ DETROIT © CHICAGO @¢ DALLAS © SAN FRANCISCO 





packaged in self-merchandising display car- 
tons. To increase profits, simplify buying, 
speed turnover, eliminate loss due to dead 
merchandise, stock and display Standard 
Shield Brand cutting tools. Ask your whole- 
saler’s salesman for a copy of our hardware 
catalog, or request from us. 








THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Svecial Tools 























Keep water out 
of masonry walls 





ThOROLU 


Mans Tos sai 








The THORO System 


SINCE 1912 


Your customer needs a 
raincoat for his home — 
Give him the best money can buy 
at minimum cost! 


Get our pictorially-described 
literature— “HOW TO DO IT” 


NEW EAGLE, PENNSYLVANIA 





Bottled Gas Stand Is Theft Proof 





A theft-proof stand for storage of bottled gas is back of John J. 
Vycital's hardware store in McHenry, Ill. A long rod can be slipped 
across each tier and locked, and none of the containers can be 
removed. The stand, built in the store's service department, is of 
angle iron stock with a sheet metal roof. The stand is at the side of a 
rear driveway so farmer customers can drive in for containers. 


Social Security Taxes Rise on January 1 
(Continued from page 39) 


average monthly earnings after 
1950, and on the number of sur- 
vivors. 

A widow, widower, parent or one 
surviving child would range from 
$20.70 if the wage earners’ average 
monthly earnings after 1950 were 
$50 to a top of $63.80 if average 
earnings were $300. Maximum 
family benefits vary from $45 to 
$168.75. 

Wage earners to be eligible for 
1etirement payments must be 65 
years of age and be fully insured 
on the basis of past employment or 
be self-employed. A wage earner 
must be retired, or not earning 
more than $75 a month in covered 
work. 

After 75 years of age, it is im- 
material how much a “retired” 
wage earner receives. Your right 
to receive benefits is not affected by 
investment income or other assets 

To protect your stake in social 
security you should: 

Check your account from time-to- 
time by filing inquiry form OAR- 
7004 which you can obtain from a 
Social Security office. 

After age 65, or upon retirement, 
visit your local social security office 
to review your status. 


Tell your next-of-kin to call or 
write your local social security of- 
fice immediately after your death 
to prevent any loss of monthly or 
lump sum benefits. 

The lump sum death payment is 
in addition to monthly benefits to 
which survivors may be eligible. 
Claims must be filed within two 
years after death. 

" Editor’s Note — The increases in tax 
rates given in this article reflect the situa- 
tion as of mid-December, 19538. These in- 
creases were included in the 1950 admend- 
ments to the law, and were reviewed in a 
recent statement by the Social Security 
Administration. Tax rates can be changed 
by any session of Congress, and reports 
from Washington indicate Congress next 


year might cancel the increases provided 
for in the 1950 amendments 


Farm Family Day 

Don’t discount the farmer when 
it comes to a social event. He and 
his family like to attend them. That 
was proved at a winter Farm Fam- 
ily Day held in Winona, Minn., on 
Dec. 2, 1952. It was sponsored by 
the Winona Chamber of Commerce 
with the co-operation of the Winona 
County Extension Service and the 
high school vocational agriculture 
department. 

More than 1,000 rural people at- 
tended. A farm forum and panel 


HARDWARE AGE, DECEMBER 24, 1953 





discuss 
provem 
was a 

and ent 


More 
their \ 
“Hey 
State ( 
Speake: 
tle situ: 
ket bee 
experin 
also re\ 

Many} 
attend 
shop i 
chants 
authori 
farm p 


( 


lowest 
more cc 
faces tz 
All |} 
specifics 
tomer | 
being 
ployees. 
staff of 
other c! 
handles 
installs 
related 
tors are 
of const 
Forty 
modern 
cash. 
financec 
Five 
offered 
stocks 
equipme 
refrige} 
ment a 
heating 
tensive 
wall cov 
carried 
Used 
trade-in 
allowan 


basis. 


HARDY 








ill or 
‘y of- 
death 
ly or 


nt is 
its to 
gible. 

two 


an tax 
situa- 
ese in- 
mend- 
dina 
curity 
ranged 
eports 
s nexrt 
ovided 


4 


when 
> and 
That 
Fam- 
1., On 
od by 
nerce 
inona 
d the 
ilture 


le at- 
panel 


1953 





discussion on crops and soil im- 
provements was a feature. There 
was a free turkey dinner at noon 
and entertainment for the ladies. 


Hey Day 

More than 2,000 cattlemen and 
their wives attended the annual 
“Hey Day” conference at Iowa 
State College, Ames, Ia., in July. 
Speakers talked about the beef cat- 
tle situation, how to raise and mar- 
ket beef cattle, and some college 
experiments in cattle feeding were 
also reviewed. 

Many of the rural people who 
attend Iowa State College events 
shop in Ames stores, and mer- 
chants co-operate with the college 
authorities in making visits of 
farm people pleasant. 


Kitchen Projects 


(Continued from page 36) 


lowest possible point. Thus the 
more costly cabinets and work sur- 
faces take several weeks to obtain. 

All kitchen jobs are designed 
specifically for the individual cus- 
tomer with the entire installation 
being handled by Snyder em- 
ployees. To keep the firm’s large 
staff of carpenters, mechanics and 
other craftsmen occupied, Snyder’s 
handles some construction work, 
installs asbestos, siding, roofing and 
related merchandise. Sub-contrac- 
tors are engaged for special phases 
of construction jobs. 

Forty per cent of the kitchen 
modernization jobs are sold for 
cash. Most of the others are 
financed through FHA-type loans. 

Five lines of kitchen cabinets are 
offered at Snyder’s. The firm’s 
stocks of kitchen modernization 
equipment includes built-in ovens, 
refrigerators, home laundry equip- 
ment and all necessary plumbing, 
heating and electric supplies. Ex- 
tensive inventories of floor and 
wall covering materials are always 
carried in stock. 

Used appliances accepted on a 
trade-in basis are sold at their 
allowance figure and on an “as-is” 


basis. 
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ROLLE 


Here is the Finest Lawn Roller on 
the market...the original water 
weight lawn roller. Dunham Rollers 
are sure to make satisfied customers! 


Superior Features Found 
in the 


DUNHAM LAWN ROLLER 


Sturdy construction throughout 

Hollow, water-tight steel drums with heavy 
steel heads. 

Rounded edges prevent harm to the turf 

Brass pipe plug, easily removable 

Smaller Hand models equipped with 
Oilite bearings. 

Larger Hand and Tractor Models equipped 
with Roller Bearings. 


MANUFACTURED BY 


DUNHAM 
Water Weight 


RS 








Adjustable scraper automatically cleans 
the drum, makes rolling smoother. 

Easy to operate and move about; weight 
easily controlled. 

Easy to fill and empty. Uses either water 
or sand 


Ohio Machine Products, Inc., Columbus 11, Ohio 






Be sure to see the 
NEW OHIO 
HOME & GARDEN 
WHEELBARROW 





For more information write to our Exclusive Sales Agent 


JOHN H. GRAHAM & CO., INC., DEPT. HA 
105 Duane Street, New York 8, N. Y. 
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Nail Holding 
Hammers 


The Hammer 
Holds The Nail 


YOU ONLY DO THE DRIVING 
_ _ 


Sales Maker 
DEAL 


\ 


No. 938 hammers 16 oz. 
No. 937 hammers 20 o:. 
No. 944 hammers 18 oz. 


No. 938 hammer, 16 o2., for use with 
display—at holf price. 


“-~Nn @ 


1 Seles Maker demonstrator and sign— 
free. 

Hammers supplied in either bell or octa- 

gon face. 


EXTRA — The New Cheney Nail Chart 
with each order. 


Sales Representatives 


JOHN H. GRAHAM & CO, INC 
New York, N.Y 


SANFORD BROTHERS 
Chattanooga, Tenn 


HENRY CHENEY HAMMER 
CORPORATION 


LITTLE FALLS, NEW YORK 
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Service Sells Price-Minded Buyers 


(Continued from page 30) 








A complete model setup in the Kitchen Planning Center is shown in 


a well lighted corner of the floor. 


toned brown asphalt floor 


in classified newspaper sections and 
on daily radio programs. They are 
displayed on the third floor of the 
store. 

Krueger’s advertising attracts 
many customers, including some 
who come to look at used units and 
then switch their attention to new 

| merchandise. Mr. Cramer says, 
| “We get good prices for our trade- 
| ins, and can usually allow a good 
| price for them.” 
| When selling service, especially 
on a washer, the salesman stresses 
| the fact that the firm has sold 88 
| carloads of these machines in 40 





| Henry Cramer works on a kitchen 
| planning project. All installation 
handled by fir 
arpenters being hired as needed. 


work 1S ( utside 





Fluorescent lighting and two- 


covering add to its appearence 


years, that all of these units give 
long service. He points out that 
whenever an appliance needs servic- 
ing the firm will do the job quickly 
and at a reasonable figure. 

Prospects going up to the second 
floor first see a row of ranges of 
various makes, types and capacitie 
Other feature display space is given 
to a model kitchen and to groupings 
of refrigerators, washers and dri 
ers, garbage disposal units and 
home freezers. A range, washer, 
drier and garbage disposal unit are 
all hooked up for immediate and 
complete demonstrations. 

Mr. Cramer and his salesmen 
take turns in working in the store 
and in visiting prospects at their 
homes. 


Coupons for Merchandise 

Merchants of McCook, Neb., have 
put new life into their Dollar Day 
promotions by giving each visito. 
to their store a coupon worth $1 to 
start his shopping. Merchants had 
previously complained that thei 
Dollar Day promotions were not 
successful because they could not 
advertise enough dollar items. 

With the new idea more people 
are shopping on Dollar Days to 
take advantage of the reduction in 
their purchase cost. 
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The Home Workshop 

LE PAGE’S GLUE.. a leading name in 
the glue industry for nearly three- 
quarters of a century...has built-up a 
tremendous loyal following of repeat 





customers by offering consistently high 
quality products, and by keeping. its 
name before consumers with national 


advertising. On any dealer's shelves, soap HOME WORKSHOP 


Le Page’s means added sales...added The po 
Cummins 





















profits. 
in 
0- 
CUMMINS “do-it” SHOP is making big news in the 
power tool industry. Combining seven power tools in 
one compact unit of only 31% square feet, the “do-it” 
—— Shop is literally an entire furniture factory. By offer- 
hat ing this precision-built unit at a realistic price, the 
it t ” Cummins-Chicago Corporation has opened a vast new ae 
Service market of potential power tool buyers. Here is a real Wve © whale Cusatiure Canary 
quickly opportunity for dealers to substantially help their meetin ote 
profit picture. 
second 
ues of 
acities COMPLETE 
S viven FOR ONLY 
ee UTICA DROP FORGE, in its cur- ; \ $7995 


rent advertising, is featuring the ; wis no metee 90 sur 


nd dri- é : 
idea of replacing worn out pliers 


Is and 


\ Are Your Pliers | 
Worn Out? 


and wrenches. This offers a real 
opportunity for wide awake dealers 
to make extra sales. And with each 
sale of a Utica tool, the dealer also 
can be sure of a well-pleased cus- 


vasher, 
nit are 
te and 





tomer because every Utica tool is 
carefully made to give the user : 
complete satisfaction for a longer 
time. 
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Every factory, machine shop, garage 
and home workshop in your locality 
q is a potential customer for , 


| “The wire of a thousand uses” 





| JOHNSON XLO MUSIC SPRING WIRE 


is packaged for easy handling and attractive dispJay. “The 
wire of a thousand uses” is a must item for the up-to-date 
hardware store because it is a ready answer to the need for 


JOHNSON XLO Music Spring Wire is drawn with micrometer 
precision. The wire range — from .003” (38,026 feet to the 
pound) up to .200” (9 feet to the pound). Packaged — % lb., 
Ya Ib. and 1 Ib. 





“Johnson Sets the Standard of the Industry” 


high carbon wire in small quantities. i 





—JOUNSON~ 


JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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Inventory Taking 
(Continued from page 33) 


sible to tell at a glance if a large 
error has been made in the com- 
putation. 

We find it especially important 
to check carefully all figures over 
$10 for extending errors. While 
our extending company makes very 
few errors, we do find enough of 
them to make this double-check 
necessary. 

Finally, the inventory sheets go 
to the accounting department for 
final adjustment and totaling, and 
then are entered into the final ac- 
counting record. 

One question that is often argued 
is: clearance before or after in- 
ventory. 


Clearance Comes First 


It is our belief that inventory 
clearance sales should be held be- 
fore the counting. We try to clear 
out all the cats and dogs, the one 
or two of a kind, with the hope that 
at inventory we can count a clean 
stock. 

During our January clearance, 
we particularly concentrate on get- 
ting rid of any items which were 
taken off inventory the previous 
year, and thus have no book value. 

These items are sold at almost 
any price and sometimes even given 
away, since they have already been 
written off the books and thus can 
only take up valuable space. Any- 
thing that they bring in on a sale 
is profit. 

Certainly our method of taking 
inventory is only one of several 
good plans. Ours has been proved 
by trial and error through the 
years, and again recently tailored 
to our expanded branch stores pro- 
gram. 

With these refinements we have 
shortened the actual time of taking 
inventory at any one store. As a 
result, while we have many more 
stores to count than we had five 
years ago, and we need many more 
teams, with better planning the 
task is getting easier. 

In dwelling on certain aspects of 
inventory taking, I have concen- 
trated on the actual mechanics of 
the operation rather than on ac- 
counting. The accountants view of 
inventory taking is another story. 
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a large 
le com- (Continued from page 10) 
- Supreme Court Refuses 
portant = ° 
over Fair Trade Law Review 
While State Fair Trade Laws appear 
es very to be safe from any adverse rul- 
ugh of ing by the U. S. Supreme Court 
le-check for the remainder of its present 
session. / 
eets 0 At the end of November, the | AT THIS 
ent for high tribunal refused to recon- VALVE / 
ig, and sider its mid-October denial of a Serail Ortes $498 
inal ac- request that it decide the consti- eonnn 
tutionality of the Louisiana Fair 
argued Trade Law and the Federal Mc- 
ter in- Guire Act. 


The request was made by | 














Schwegmann Bros., New Orleans Baked on aluminum 
st retailers, who appealed after a finished fire box. 
Veder: . thi @ Two red shelves on 
ventory Federal court had sagan the enths dah colt tm, eee 
wid be- firm from selling drug products 6 Get Sahil ‘tenis tad 
to clear at reduced prices. back of fire box. 
ile aad The Supreme Court: refusal to Height-20" Length—30” © Strong, red folding 
pe that re-examine its denial did not spell Width—12%" Pack to legs. 
oe ej rs OVE iss rOVE master carton—3 each @ Copper finished grills, 
a clean out either approval or disapproval —Weight 22 Ibs. with handle for lifting 
of the lower court ban. to refill fire box. 
nn In a similar action, the high 
wa min court recently declined to review 
gree a decision by a lower judicial 


, body affirming the validity of a 
revious ‘ & ; ; : Now you can offer your customers a complete, new grill line, with plenty of 


Connecticut law requiring - uni- 


¢ value. f ape 1j 2 2 snap and eye appeal. Perfect in design and efficiency — Just what any sports- 
or quo rices a ‘ 

almost ‘aay mininGm Mquer prices in man, picnicker or around-the-home user will want, and the new, handy “tote- 

n given that state. carton” feature provides a compact, easy to handle unit. Stock FLETCHERS 


ly been complete ore line NOW, and be ready for the coming season's sales. 


sho FTC to Work Closely 





rye With State Governments 
The Federal Trade Commission | 
taking says that it has adopted a new | 
several policy through which it hopes to | 
proved give better and fuller protection | 
yh the against unfair and deceptive trade | 
ailored practices. 
es pro- Spelled out, the FTC expects to | 
cooperate more closely with state | 
e have governments. In the past, the | 
taking FTC has been unable to act on 
As a numerous complaints because they 
y more were local in nature while the 
ad five agency has jurisdiction only in 
y more matters involving interstate com- 
ng the merce. | 
In the future, says the Commis- | hincina easton 
ects of sion, any “significant” complaints | Weight 12 lbs. a! be ha le, with picn 
concen- or cases of this kind will be re- 18", W alte percar- 4 cups and 8 cur 
nics of ferred to proper state authorities, ' 
so partienlaity Gay teuy tnvetee | ENAMEL COMPANY: DUNBAR, W.VA. 
view of violation of state law. sities 
’ story. (Resume reading on page 11) 200 Ffth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetica stings following this quick check list. 
1954 15-17 Our Own Convention 
6-18 Pacific Southwest Hdwe. Show 
read 16-18 Michigan Hardware Show 
12 Surplus Dealers 16-18 Nebraska Hardware Show 
1-13 Janney Retailers’ Conterence and 16-18 New York Hardware Show 
Spring Meeting : 21-23 Northern Whis. Hdwe. Co. Show 
12-14 Garden Supply Show (Chicago) 21-23 Tennessee Hardware Convention 
14-21 Housewares & Appliance Show 21-24 Portland Gift, Toy Show 
17-20 Nat. Sporting Goods Show 22-23 Marshall-Wells Congress, Portland 
18-20 Western Hardware Show 22-24 New England Hardware Show 
18-24 Bicycle Institute Convention 22-24 West Virginia Hdwe. Show 
19-21 Minnesota Hardware Show 9-96 (Ccedlinms tiardienen Show 
aan eee Tes ee 23-25 IIlinois Hardware Show 
24.29 California Gift Show 23-25 Missouri Hardware Show 
25.26 Americar Hdwe Supr y Co 
en ee 


March 
2- 4 Penn. & Atlantic Sbd. Hdwe. Show 
13-21 Detroit Sportsmen's Show 


25-27 Ace Hardware Convent 

25-27 Texas Hardware Show 

26-28 Indiana Hardware Show 

26-28 Mountain States Hdwe. Convention 


26-28 N Dakota Hardware Convention April 
31-Feb. 2 North Coast Hardware Show 6- 8 So. Dakota Hardware Show 
31-Feb. 3 San Francisco Gift, Toy Show 11-13 Louisiana Hardware Convention 
11-13 Mississippi Hardware Convention 
February 16-24 Hardware Week irha 
2 Franklin Hdwe. & Supply 25-27 Florida Hardware Show 
Convention 25-27 Georiga Hardware Show 
2- 4 Kentucky Hardware Show 
2. 4 Garden Supply Show (New York) Moy 
2- 4 Wisconsin Hardware Show 16-18 Alabama Hardware Show 
2. 4 Oklahoma Hardware Show 17-19 Industrial Supply Convention 
6-14 New England Sportsmen's Show 
7.10 California Hardware Show June 
7-10 Coast-to-Coast Convention 17-19 Texas Wholesale Hdwe. Assn 
7-10 Virginia oy Show Texas Hardware Boosters Club 
8. 9 Cotter & convention 


8. 9 Tri-State Hardware Show July 
8-10 Marshall tesa <ongrees sonal 12-15 National Retail Hardware Assn 
* 8.11 Ohio Hardware Show 
9-12 lowa Hardware Show 
10 Connecticut Hdwe. Convention 
14.15 Arkansas Hardware Show 
14-17 Bicycle Dealers Trade Show 
14.17 Seattle Gift, Toy Show September 
15-16 Marshall-Wells Congress, Spokane 26-29 National Builders’ Hdwe. Exposition 


August 
|- 4 Housewares Show {Western 








Assn., the Cycle Parts and Acce 
sories Association, the Cycle Jol 
bers Association of America, and 
the Merchant Member Group—wi 
hold a full schedule of busines 
meetings with several general ses 
sions of the Institute membership 
also on the agenda. John Auerbach 
is executive secretary of the Insti 
tute with offices at 122 E. 42nd St., 
New York 17, N. Y. 


Garden Supply Shows (National), 
Jan. 12-14, 1954, at the Hotel Sher 
man, Chicago, and Feb. 2-4, at the 
7ist Infantry Regiment Armory, 
Park Ave. and 34th St., New York 
City. Sponsored by the Nationa! 
Garden Supply Marketing Bureau, 
1901 St. Paul St., Baltimore, Md. 
George I. Perry, director. 


Hardware Week (irha), April 16-24. 
Sponsored by the National Retai! 
Hardware Assn., 964 No. Pennsyi 
vania St., Indianapolis 4, Ind. Rus 
sell R. Mueller, managing drector. 


Housewares Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both 
groups at 420 Madison Ave., New 
Tor 17, N.Y. 


National Housewares and Home Ap- 
pliance Show, Jan. 14-21, at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden- 














National Events 








Bicycle Dealers’ convention and trade Bicycle Institute of America, Inc., an- 
show, Feb. 14-17, at the Hotel Jef- nual convention, Jan. 18-24, at the 
ferson, St. Louis, Mo. Sponsored Boca Raton Club, Boca Raton, Fla. 
by the National Bicycle Dealers’ Four component groups of the In- 
Assn., Inc., Wickliffe, Ohio. stitute—the Bicycle Manufacturers 
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berg, executive secretary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


Sporting Goods Show and Convention 
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Sealand_ 


FIRST FAMILY OF SPORTS 




















































































































































































































Springfield BALLS TESTED 


AND APPROVED 











ON NATION-WIDE BASEBALL DIAMONDS 























Springfield softballs are the official ball 




















of the Amateur Softball Associations 

















of Oklahoma, Texas, Wisconsin and 

















many others. And Springfield “Little 























League” baseballs are suitable for 

















Little League play; bear the signature of 














its Commissioner. 

















Joseph T. Wood baseball shoes, also, are 














demanded wherever baseball is played! 

















And they're made to assure foot-comfort 
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= __700w 








on the basepaths, diamond and in the 
field. 

In every corner of the United States, 
you'll find customers eager for Springfield 
balls and Joseph T. Wood shoes. They 
make hit after hit with ballplayers; score 
high sales and profits for you. 

For complete information contact your 
Sealand representative. 
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le a 4 : 
fee “efi, Lightweight Professional Model Yellowback Kan- 


; , garoo — Joseph T. Wood baseball shoes are 


Be} 100% DuPont-nylon stitched... have Goodyear 
We, ee 





welt construction, steel sole plates, cushioned 
soles and heels and extra long tongues for snug 
fit across the instep. 





Springfield baseballs and softballs are 






































OFFICIAL : 
Little League perfect eeharas with perfect batenee, 
bal £ diy rvs tough horsehide covers, Getenente 
— bonded, double needle hand stitched 
a with 5 strand waxed thread and official 
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size and weight. 
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UNION HARDWARE CO. 
THE SPRINGFIELD CO. 
















Torrington, Connecticet 


Since /826 


NEW YORK © CHICAGO ¢ ATLANTA ¢ LOS ANGELES 


THE SPORTS BRAND MILLIONS DEMAND! 


RAIN-BEAU PRODUCTS CO. 
THE T. H. WOOD CO. 


BRISTOL HORTON, INC. 
JOSEPH T. WOOD CO. 









FAMOUS NAMES IN 
WRENCHES 





ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 






WRENCHES ARE 
60% STRONGER 


| spiINTite 


he 


riginal 
sinha J — 


ys patent 











| 
California Gift Show, Jan. 24-29, at 








EG iontenn, 


Mee ; 
TOPS IN THE es 





LOWEST PRICE FIELD 
SET A-16 
A quality line of socket | 
wrench sets and open end 
wrenches in bright chrome 
packages. 


|  BBROW 
plate. colorful boxes and 
WALDEN 8 











WorcEestE™ 


STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 
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(National), Jan. 17-20, at the Mor- 
rison Hotel, Chicago. Sponsored by 
the National Sporting Goods Assn., 


| 1 North La Salle St., Chicago 2. 
Association Secretary, G. Marvin 
Shutt. 


Surplus Dealers, Institute of, 3rd an- 
nual trade show and convention, 
Jan. 10-12, at Madison Square Gar. 
den, New York, sponsored by the 
Institute of Surplus Dealers, 678 
Broadway, New York City. 


Regional Events 


Ace Hardware Corp., 30th annual con- 

vention and exhibit, Jan. 25-27, at 

| the Conrad Hilton Hotel, Chicago, 

| Il. Arthur H. Krausman, Ace 

} Hardware Corp., 2355 S. Blue Island 

Ave., Chicago 8, is convention 
manager. 


American Hardware Supply Co., Mer- 


chandise Fair and _ Stockholders 
Meeting, Jan. 25-26 at company 
headquarters, 41 Terminal Way, 


Southside, Pittsburgh 19, Pa. 


Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So. 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3, at San Fran- 
cisco, Calif.; Feb. 14-17, at Seattle, 
Wash.; Feb. 21-24, at Portland. 
Sponsored by Western Merchandise 
Exhibitors Assn., 1355 Market St., 
San Francisco 3. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10, at Min- 
neapolis, Minn. Sponsored by the 
Coast-to-Coast Stores Central Or- 
ganization, Inc., 29 Main St., S.E., 
Minneapolis 14, 


Cotter & Co. annual spring Merchan- 
dise Show and Stockholders’ Meet- 
ing, Feb. 8-9, at company quarters, 
3865 E. Illinois St., Chicago 11. 


‘ranklin Hardware and Supply Co., 
convention and trade show, Feb. 1-2, 
at company headquarters, 18-28 
N. Delaware Ave., Philadelphia 23. 
The first day will be an Open House 


for visits to manufacturers’ dis- 
plays. Business meetings are sched- 
uled for the second day. 


Janney Retailers’ Conference and 
Spring Meeting, Jan. 11-13, at Min- 
neapolis, Minn. Sponsored by the 
Janney-Semple-Hill & Co., 22-36 S, 
Second St., Minneapolis 1, Minn 


Marshall-Wells Stores Congress: at 
Duluth, Minn., Feb. 8-10; at Spo- 
kane, Wash., Feb. 15-16; Portland- 
Seattle branches Congress at Port- 
land, Ore., Feb. 22-23. Sponsored 
by the Marshall-Wells Co., Duluth 
1, Minn. 


Northern Wholesale Hardware Co. an- 
nual convention and trade show ten- 
tatively scheduled for Feb. 21-25 at 
Portland, Ore. Company is located 
at 805 N.W. Glisan St., Portland 9, 


Our Own Hardware annual 
holders meeting and merchandise 
exposition, Feb. 15-17, at Minne- 
apolis. Sponsored by the Our Own 
Hardware Co., 618 No. Third St., 
Minneapolis 1, Minn. 


stock- 


Sport Shows—New England Sports- 
men’s and Boat Show, Feb. 6-14, at 
the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, 
March 13-21 at the State 
grounds, Detroit, Mich. 


Fair- 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18 at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birminghem. 


Arkansas’ Retail Hardware  Assn., 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association § secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 


Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% FE. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven- 


tion, Feb. 10, at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 


Southport, Conn. 


Florida Retail Hardware Assn., con- 
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Best Finish for 
Customers to Use 





y HERE'S WHY 

; 

3 @ Rez goes on with brush or cloth. Won't 
$ blotch, won't streak. 

yi @ Rez brings out the natural texture of 


wood, Clear or in color tones, it clis- 
plays the grain beautifully. 


@ Rez protects the wood. Seals pores 





against moisture, indoors or out. Con- 
trols warping, swelling, twisting. 
: @ Also the most modern primer for paints 
' and enamels, giving surfaces free of 
grain-raise. 
_ Rez Sealer and Primer produces  profes- 
: sional-looking finishes in the modern way 
\ takes less time and effort to apply. And 
: it ties in with a modern trend, since con- 
} sumers are doing four times as much of then 


own wood-finishing as they did in 1940, 





Big New Profits 
for You 


BECAUSE 


@ The Rez Line is a low-inventory line, 
yet it provides high profit. You realize 
a 33!.€) margin of profit’ on every 


can of Rez. 


Modern Rez makes a big stock of priming 
and finishing materials unnecessary! You 
necd just seven shades of Rez to give your 
customers full help on finishing any natural 
wood, Stock Clear, White, Cedar, Drift- 
wood, Redwood, Save, Mahogany a 
streamlined short stock that cuts inventory 


expense to the core! 


Have the answers on natural-wood finish- 
ing by getting colorful displays and. sales 
helps. Write ALONSANTO CHEAUCAL 
COMPANY, MERCHANDISING DIV T- 
SION, ST. LOUIS 4, MISSOURI 


Laux Kez: Keg. US. Vat. Of 
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Watch the 
Sales 
Roll in 








Here’s a big, profitable market — and | 
it’s easy to cash in on. With just three | 


sizes of Stanley Track and Hangers, 
you can meet the requirements of: 


®@ Industrial plants 

@ Any Place that 
uses, or can use, 
sliding doors up 
to 1,000 pounds 
in weight. 


@ Home and com- 
mercial garages 

® Barns 

®@ Machine sheds 

®@ Warehouses 


| 
Your customers get effortless opera- 


tion, trouble-free service with Stanley 
Sliding Door Hardware. Frictionless 
hangers coast quietly, easily. Track 
sections are uniformly straight. Stanley 
“Hold-Fast” Track Clamps bind sec- 
tions tightly into a single length of 
track. Box track is weather-protected, 
dirt-shielded. 

It will pay you to promote Stanley 
Door Hardware. Send for folder. 


The Stanley Works * New Britain, Conn, 


[ STANLEY | 


Reg. U.S. Pot. Off. 


HARDWARE + TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville. Executive manager, W. W. 
Howell, P. O. Box 183, Waycross, 
Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Way- 


cross. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25, at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28, at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4. 


Intermountain Association, trade show 
and convention, Jan. 24-26, at Boise, 
Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
L. Weeks, 308 Continental Bank 
Bldg., Boise. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12, 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4, 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Hardware Assn., 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Louisiana Retail 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18, at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium, Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21, at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Hardware Assn. 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Mississippi Retail 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25, at 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 


1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28, 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn. 
trade show and convention, Feb. 
16-18, at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24, at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18, at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 


Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2, at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28, at Fargo. 
Association secretary, Miss E. J. 
McGrann, 541% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11, at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4, at the Municipal Audi- 


troum, Oklahoma City. Association 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City. 
Southwest Hardware Assn., 
show and convention, Feb. 
Long Beach, Calif. Ex- 
Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pacific 
trade 
16-18, at 
hibits at 


Pennsylvania and A‘'‘-ntic Seaboard 
Hardware Assn., crade show and 
convention, March 2-4, at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 
6-8, at the Coliseum, Sioux Falls. 
Association secretary, O. R. Baily, 
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Walseo.. A POPULAR 


LINE SHOWING GOOD PROFITS! 














No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., an 
10 ft. sizes. 






















No. 380—A 6 ft. 
Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 
markings or the regular 
steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 


No. 505—The high-quality, 
low priced 50 ft. steel 
‘tape in chrome or zinc 
chromate finish case. 





No, 718—Walsco Utility Knife. Individually boxed, each 
dozen packed in colorful counter display carton. A sen- 


sational buy at 75¢ retail. 





No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock— 
Centers enameled in brii- 
liant colors, nickel plated 
steel shells and shackles. 





CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WALSCO LINE. 





THE WATERBURY LOCK & SPECIALTY CO. 


MILFORD, CONNECTICUT 
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"RitaiD” f 
means more 
service for : 
your money 4 


Cutters 

6 sizes— 

VY" to 6”” pipe— 
4-wheel cutters to 4”’ 





thessends of Wholesalers agree— 


faster turnover when you sell 
with 


Rikaaib 
Heavy-Duty Cutters 


There’s a big difference in pipe cutters—and your 
customer is sure of it the first time he slaps a 
RIGID on a pipe (any kind) and sees how easily 
cleanly it rolls through the metal. Beautifully bal- 
anced for easy action. Factory tested for perfect 
tracking—and guaranteed warp-proof housings of 
special malleable hold it. High alloy thin-blade or 
heavy-duty cutter wheels that leave practically 
no burr. For easy fast-turnover and profits, push 
RICaIbD’s. Write for the facts. 


THE RIDGE TOOL COMPANY e ELYRIA, OHIO 
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ep 1300 S. Jefferson Ave., Sioux Falls. | 


o— | “TRULY A 


' Tennessee Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel CARPENTER’S 
Hotel, Nashville. Association sec- 

“Erg retary, Morris Jones, P. O. Box 784, 

} } Nashville. 





Texas Hardware & Implement Assn. 


trade show and convention, Jan. 25- 
aw 27, at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 











822-823 Texas Bank Bldg., Dallas 2. 
Carbon St 
1¥ VLCHEK Tri-State Hardware & Implement Wood Bits H 
Assn., trade show and convention, os. es 
Feb. 8-9, at the Herring Hotel, Sectrie Dell 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 
he New 
Virginia Retail Hardware Assn., trade B GAUGE 
show and convention, Feb. 7-10, at th Scriber 
: & the Hotel Chamberlain, Old Point 
another item Comfort, Va. Association secretary, Agreed by carpenters to be almost indis- 
\ pensable. Cuts a clean, accurate, deep 


Va. ps with a hammer. (Just remove 
chips.) ees oy thousands —— 
. HANG E DOORS EASIER, FAST- 


ta . 3 ER. BETTE! 

ates ong ye eng 2 Hard .NO ADJUSTMENTS, ERROR OR 
ware Assn. trade show and conven- | 
: 2 “ey -MA P-FORGED 
tion, Jan. 18-20, at the Municipal “ ee pandndeenna 


E 
Auditorium, Kansas City, Mo. Asso- ae Sanwa oO. 


to build 
your sales 


| G. T. Omohundro, Jr., Scottsville, Pomplete profile on door and jamb by 
} 
| 
| 
| 





ciation secretary, William J. Shaw, Over one half million in use now. “We 


are selling more E-Z MARK Butt Screw Extras 
3915 Main St., Kansas City 2. Gauges today than all co butt with and 
gauges put together,” says a promin- il 
7 a . ent West Coast jobber. Drills 
West Virginia Retail Hardware Assn., 
* Contact your nearest Jobber or Wholesaler for 
trade show and convention, Feb. particulars or write 
22-24, at the Daniel Boone Hotel, E-Z MARK TOOLS 


Charleston. Association secretary, P. O. Box 78377 * Los Angeles 16, California 
James C. Fielding, 1628 McClung 
St., Charleston 1. 





Wisconsin Retail Hardware Assn., | 
trade show and convention, Feb. 2- 
BRAND NEW= 4, at Auditorium-Arena, Milwaukee. | 

Association secretary, H. A. Lewis, | 
and what a hammer! Stevens Point, Wis. 





Just hand it to your customer and 
watch his reaction as you tell him 


about it: HARDWARE HUMOR 


1. Head of special analysis steel, 
heat treated for extra strength, 





Midwest 
Compound Lever Snip 








ee | 
2. Highly polished face, poll, claw ' | Berar 


and sides—that quality look, 'y) —by relaitis|| 
3. Beveled face — fine for finish Da 4 | MW aerd "4 
work, 
fe tests 
4. Claws finely drawn —to pull 


even small finishing nails with ease, 





5. Selected hickory handle, double 

wedged. 

Designed by 

master craftsmen 

for more work in less 

| time with less fatigue. Order 
today from your wholesaler. 


Here in this new item is Vichek 
value through and through. You'll 
be proud to sell this hammer. You'll 
be glad to see how pleased your 
customers are. You'll like its 
turnover. 





HOW’S YOUR STOCK? 





lways look to 
Ss Ms 

ho 
®Hardware Age, 1953 


THE VLCHEK rool COMPANY “But, doctor, biting my nails Mi DWEST 


3001 East 87th St. « Cleveland 4, Ohio | is serious in my case. I run TOOL and CUTLERY Co., Sturgis, Mich. 
a hardware store. | for money making ideas DRILLS 
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Display and Dispenser Popular Size Drills 








No. H-736 Power Auger 4 
Bit sets fit all 
Ya" Drills 









Carbon Steel j 
orHighSpeed ; 
/ Drill Sets on 














Carbon Steel 
Wood Bits High 
Speed Metal 
Drills fit all Ye" Ag 
Electric Drills 





DOUBLE-CIRCLE 


a complete line 


THAT PRODUCES 


Drills for Tool 
Kits in Trans- 
parent Tubes 













Screw Extractor Sets iY 
with and without 
Drills 





PROFITABLE, STEADY 











Here are tools 








that meet all trade requirements 









Straight Shank Drill 
Sets in folding Metal 
Cases 





The CHICAGO-LATROBE Double-Circle line of 
tools offers the wide selection that meets the require- 
ments of home workshop, local tradesmen or contractors. 






Larbon Steel or 
High Speed Drills 
in Bench or Wall 
Stands 






Double-Circle tools are smartly packaged and merchan- 
dised to move off your shelves. They have the outstand- 






ing quality that creates satisfied customers ...and builds 
repeat business for you. 









ORDER FROM YOUR 
HARDWARE JOBBER 


CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


You'll find it profitable to specify Double-Circle when 
you order. 










DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL YOOLS 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 59. 


(Continued from page 13) 
gine and features light weight alloy 
metal base, easy rolling rubber 
tired wheels, and a one-piece aus- 


ae 





tempered steel blade mounted on 
safety slip disk clutch which “vives” 
if blade strikes hard object. Cut- 
ting height is adjustable from 1 to 
3 in. Leaf mulcher is optional. 
Electric-powered 
cycle, 110-volt current and has 1/3 
h.p., 38450 rpm. Westinghouse 
motor. It cuts 18-in. swath and has 
floating handle. Gasoline-powered 
model sells for $77.90; electric 
model, $53.90. Reo Motors, Inc. 


For more data circle No. 9 on postcard, p. 59 


Drill Kit 

No. H10 Handyman Drill Kit 
consists of '4 in. drill, paint mixer, 
three sanding 
drills, rubber 


model uses 60- 


polishing bonnet, 


discs, three twist 





back up pad, and metal carrying 
case. Weighing 5% Ib., kit can be 
easily carried around to do various 
jobs such as drilling, mixing paints, 
sanding furniture, polishing cars, 
ete. Retail price is $31.95. Stanley 
Electric Tools. 


For more data circle No. 10 on postcard, p. 59 


Clothesline 


This Disappearing Clothesline 
consists of five parallel plastic coat- 
ed wire lines, each 30 ft. long, at- 
tached to a steel spreader bar that 
nests into a waterproof aluminum 
housing 4 ft. wide and 6 in. deep. 
Housing is mounted on wall, pole 
or fence. To extend lines, user pulls 
handle on spreader bar and at- 
taches it to a second mounting 
point which can be up to 30 ft. 


away. Locking lever on housing 





draws lines taut and when released 
rewinds lines like a window shade. 
Approximate retail price is $30. 
Ekco Products Co. 


For more data circle No. 11 on postcard, p. 59 


Plastic Hose 


As a companion to the Koroseal 
garden hose, this plastic hose is 
made of fresh raw materials. Called 
Garden Club, it is guaranteed for 
five years. It has a round, smooth, 
polished surface and is bright yel- 
low in color. Hose will not rot, chip, 
crack or peel. It comes in lengths of 





HARDWARE AGE, DECEMBER 24, 





25, 50 and 75 ft. and retails for 
$4.65, $7.55 and $10.95, respec- 
tively. Hose is packaged on easel 
type display disk, five lengths to a 
carton. B. F. Goodrich. 


For more data circle No. 12 on postcard, p. 59 


Electric Band Saw 

This electric band saw, complete 
with built-in motor, is built of cast 
aluminum and steel. It can be used 
in workshop or carried about. 
Three-wheel design gives maximum 
capacity, takes up minimum space. 





It has 12 in. throat depth; cuts can 
be made to center of pieces 24 in. 
wide, any length; thickness capac- 
ity under blade guide is 3%, in.; 
blade guides and guard adjust with- 
out special tools; cast aluminum 
table is 10x10 in. Retails for $34.95. 
Burgess Vibrocrafters, Inc. 


For more data circle No. 13 on postcard, p. 59 


Undercounter Dishwasher 


Quick-loading undercounter <ish- 
washer can be loaded without re- 
moval or sliding of rack. Unit fea- 
tures open-center upper rack that 
permits loading of upper and lower 
racks at same time. Called the SU- 


(Continued on page 62) 
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Mf, 
e FES, Warren-Teed sledges, wedges, picks and 



















mattocks are packed for “right now” delivery. Four sledges 





to a carton, 6 wedges to a carton, ¥2 dozen picks to a 





carton, ¥2 dozen mattocks to a carton... and each carton 
contains that important plus ingredient . . . sales appeal. 


Warren-Teed tools, forged from open hearth steel, are 





tough . . . made to last. Striking faces, cutting edges and 





points are ground and polished to a sparkle . . . then 
coated with clear, durable lacquer. Painted Dutch Blue 


to attract the quality buyer's eye... they stand out from 








the crowd. Sledges shipped with or without handles, but 





in either case, guarded with corrugated cartons. 


For fast information on ‘quick delivery” tools .. . 





write, wire or phone today. 


c—w~_ 
ee el 
OOCL 


WARREN TOOL CORPORATION 


General Offices. . . Warren, Ohio 























Export Division... . & 30 Church St., New York 7, N. Y. 


WORLD'S LARGEST MAKER OF HEAVY HAND TOOLS... exclusively 
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are 
Ame? 
SPRING For mo 
> 
., 60, it is a top-loading, front-open- 
i! IS BET ae ing unit that can be installed under Pow 
g nae : new or existing countertops. Con- Des 
i ee NGS trol mechanism makes it possible pipe 
ON EM! : } to repeat, skip or interrupt any ers, t 
a fr stage in the cycle. Approximate re capac. 
@ Bright, 2. Color eT: tail price is $869. Same dishwasher Lis j 
ochag tadiis 4 combined with sink, custom SE-60 result 
Wood QO we has approximate retail price of crease 
9 fuer, Bagunteble " $529. General Electric Co unive} 
@ Four Way Trigger For more data circle No. 14 on postcard, p. 59 stocks 
Action ‘ red a 
. three- 
Drill Level with 
Called Dril-Level, this level is de- with aluminized baked enamel fin versal 
signed to permit drilling at any ish. Unit folds compactly for stor ward 
angle with accuracy. It consists of age. Cal-Dak. 
-_ For more data circle No. 16 on postcard, p. 59 
Write Pas 
pose Aad Small Hand Garden Tools 
Information Designed for home yardeners, 
McGILL METAL PRODUCTS CO. these small hand garden tools in- 
MARENGO- ILLINOIS clide regular trowels, transplant 
_ ing trowels, spading forks, cultiva ‘ 








tor hoes, weeding hoes, cultivators, 
hand rakes and lawn weeders , 
Ifeads of all items, except lawn 

weeder, are of high quality cold / 
rolled steel, sharpened and polished 
All handles are hardwood, smoothly 


Ta . A.C. ¢ 
sanded and finished in clear lacquer, 
tele ; 2 gears 
circular bubble level mounted on tips in red. Revolving display stand WV 
. 7 ‘ . . , : mg Mi 
vraduated bracket which is eali- is available. Line also includes grass ‘. 
y y for mor 
brated from 0 to 90°. Can be quickly whip with serrated edges and heat 
attached to housing of any portable treated blade. O. Ames Co. 
. . . . . e 
drill. Level is pa¢kaved in individ- For more data circle No. 17 on j; osteard, p. 59 Light 
ual orange and blue box, packed six Thi: 
j Pedi av car Datos ie ‘ , 
in a self -display carton. Retail price Boat Cushions is the 
is $3.95. M & J Specialty Co. ‘ ‘ . Jesig 
‘ New boat cushion designs are be- Design 
For more data circle No. 15 on postcard, p. 59 : ain Magee ‘ watt ] 
ing used on Tapatco 26 SB series. , 
ao : : ‘ > USE 
Three attractive i.lustrations  in- “ 
: ; . ; woule 
OUTDOOR water service | Laundry Cart clude cabin cruiser, sailboat (illus- i] - 
eles | colled- 
the year around without | Retailing at Fair Trade price of a we 
« < 


danger of freezing or 
bursting pipes. Shutoff 
valve is below frost line. | Hardware Week featured item 
All brass and copper. Will —_ a . oil. ‘ = = 
last a lifetime. ALSO WALL | C#'t is 31 in. tall; has two ley 
TYPES. Write today for 


$4.95, this laundry cart is to be a 


power- 
house 


¥ For more 
cross braces and two hinged sup 





Bulletin 303. | ports to provide rigid strength; 
’ slip-on clothes basket) measuring Valve 
order from 9 i 9 . 4) 
SloxlZ - , ete with . 
Stalin lo your jobber 24x 2x a a , Supe 
oe oe clothespin pocket; 2-in. black plas and Se 
STRATAFLO | tic swivel casters. ong? nr cliente 
ket is made of Sanforizec hite ee 
PRODUCTS, INC. / sole Phage stant | 
Drill and is washable. Frame is of ells 
FORT WAYNE 1, INDIANA ; : f oil s 
| genuine °x-in. welded steel tubing ave: te 
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trated), and motor boat; they are 
available in red, blue and green 
colors. Measuring 15x15x2 in., they 
are U. S. Coast Guard approved. 
American Pad & Textile Co. 


For more data circle No. 18 on postcard, p. 59 


Power Drive 

Designed for operation of hand 
pipe threaders, cutters and ream- 
ers, this 88 Power Drive has a 
capacity of 4% to 2 in. pipe, 14 to 
145 in bolts. Aluminum housing 
results in weight reduction and in- 
creases ease of portability. It has 
universal drive shaft, geared die 
stocks and cutters up to 12 in. In 
red and gray finish, unit features 
three-jaw scroll chuck on front 
with six pinions; rear chuck, uni- 
versal centering; 1%-hp. motor, for- 


ward and reverse, 25 to 60 cycle, 





A.C. or 


vears sealed. 


D.C., 110 volt; 
Toledo Pipe Thread 
ing Machine Co. 


reducing 


For more data circle No. 19 on posteard, p. 59 


Light Bulb 

This 200-watt incandescent lamp 
is the same size as a 150-watt lamp. 
Designed to replace standard 200- 
watt lamps, this smaller bulb can 
be used in places where the other 
would not fit. New lamp uses a 
coiled-coil filament which results in 
an average of 8& watts greater 
power-to-light conversion. Westing- 
house Electric Corp. 


For more data circle No. 20 on postcard, p. 59 


Valve Test Kit 

Superflame Dealer Valve Test 
and Service Kit is for the service, 
cleaning and adjustment of con- 
stant level valves used on all types 
of oil space heaters. Included in kit 
are: tank with valve to control flow 
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to constant level valve; cross level 
to insure accurate leveling of con- 
stant level valve in both directions ; 
graduate glass for accurate mete. 
ing of constant level valve; com- 
plete literature to aid in servicing 
any heater; drip safety- 
locking mechanism. Stove 
Works, Inc. 


For more data circle No. 21 on postcard, p. 59 


tray; 
Queen 


Tackle Box 

Carry-All tackle box features a 
special design which makes it pos- 
sible to add as many sections as de- 
sired and build a tackle box as large 
as needed. Box comes in two parts, 
with add-a-tray sections available. 
Constructed of sturdy deep drawn 
steel, top portion of unit has four 
cantilever trays of hip roof design, 
two of which are cork-lined with ad- 
justable partitions 
apart. Detachable 
ample room to store boots and shoes, 


spaced 1 i 


sections give 


rainwear, large reels, etc. Simonsen 
Industries. 


For more data circle No. 22 on posteard, p. 59 


Floor Waxer 

Master-Waxer combines waxing 
and polishing of floors into one op 
eration. Flow of wax through lamb’s 
wool head is controlled by finger tip 
trigger built into lightweight alu 
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y DISPLAY 
BOX 
NO. 1 


ANCHOR 


snaps! 


Why? Look at the market you have! 
Hardly a customer comes into your 
store who hasn't some use for ANCHOR 
SNAPS. They're handy wherever 
rope, leather, or chain needs a quick- 
hitching device. Hundreds of uses 
on farms, ranches, on boats, and in 
the home. They even use 'em as 
belt attachments for key chains! 


Display Box No. 1 contains the most 
popular swivel and open-eye sizes. 
Just give them a prominent spot 
on your counter, and your selling job 
is done. Order from your jobber today, 


Display Box No. 1 contains: 
2 doz., Ye'', No. 5037 Open Swivel Eye Snaps 
2 doz., Ye’, No. 437 Swivel Eye Snaps 
1 doz., Ye’, No. 231 Open Eye Snaps 
1 doz., Ye’, No. 225 Swivel Eye Snaps 


NORTH & JUDD 


MANUFACTURING COMPANY 


a ) 
NEW BRITAIN c= AR CONNECTICUT 


Philodelphio . 
Chicego e 
Son Froncis 


Atlanta 


$1. Lours 


New York . Boston . 
Buffalo . Detroit . 
Dallas . Los Angeles . 


MAKERS OF ANCHOR BRAND HARDWARE PRODUCTS 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 59. 


minum handle. Removable head can 
be cleaned with warm water and 
soap. Waxer can also be used for 
dusting ceilings, mouldings, walls 
and hard-to-reach places. Retail 
price is $3.49. Master Mfgq. Co. 


For more data circle No. 23 on postcard, p. 59 


Scratch Awls 

No. 24 Scratch Awl Assortment 
comes in display carton containing 
1 doz. awls in red, blue and amber; 





overall length is 6 in. Made of 
Tenite, handles have concave sides 
to prevent rolling. Blades are 31% 
in., alloy steel, roll nickel plated, 
heat-treated, with needle points. 
Peck, Stow & Wilcox Co. 


For more data circle No. 24 on postcard, p. 59 


Hand Mower 

Known as the Clemson Special, 
this hand mower cuts a full 16 in. 
path, has two tie bars which keep 
frame rigidly in alignment, trims 
within 1% in. of obstacles, and re- 
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quires no tools for instant height 
or bed-knife adjustment. Weighing 
26 Ib., mower has non-bobbing ac- 
tion, welded reel, three-section 
hardwood rollers, solid rubber tires, 
and plastic handle grips. Retails 
for $19.95; slightly higher West of 
Denver. Clemson Bros., Ine. 


For more data circle No. 25 on postcard, p. 59 


Freezer-Refrigerator 

Called 2-Zone, this freezer-re- 
frigerator combines a 10 cu. ft. 
self-defrosting refrigerator above 
and an 11% cu. ft. freezer below. 
Refrigerator section has five dif- 
ferent shelf heights, including 
space for tall bottles, and features 
a divided vegetable drawer, Butter 
Caddy and door rack, automatic in- 
side light, and removable ribbed 
yvlass shelves. Freezer section has 
separate thermostat that can regu- 
late temperatures down to 20° be- 
low zero. It features three big 








shelves and five ice trays with snap- 
free sections. Manitowoc Equip- 
ment Works. 


For more data circle No. 26 on postcard, p. 59 


Drain Board 


Plastic drain board, made of high 
impact Styron 475, comes in red, 
yellow or black. Measuring 15x19 
in., it is sized to hold all standard 
dish racks. It is ridged and sloped 


for proper drainage. Color-fast, 
lightweight and easy to wash clean, 
it retails for approximately $2 
Beacon Plastics Corp. 


For more data circle No. 27 on postcard, p. 59 


Quick-Setting Glue 
Presto-Set is a quick - setting, 
polyvinyl (white) liquid adhesive 
which bonds any combination of 
porous materials. Ready-mixed gluc 
is packaged ready-to-use and sets in 


30 minutes for soft woods and some 
what longer for hard woods, and be 
gins to gain maximum strength in 
24 hours. Recommended for use in 
temperatures of 50° or higher, it 
permanently bonds wood, hard 
board, cloth, leather and paper, in 
any combination. It can also be used 
to repair porcelain art objects, and 
properly diluted with water it puts 
a preserving film on maps and pic- 


Weldwood 
PRESTO-SET 


MAdY To use - sets MS! 





tures. Available in 14% and 3'% oz. 
tubes; pint, quart and gallon jars, 
and 5, 10, 30 and 55 gal. drums. Re- 
tail prices begin at 25¢. United 
States Plywood Corp. 


For more data circle No. 28 on postcard, p. 59 


Set and Cap Screws 

Set and cap screws are now being 
made with new types of points. For 
set screws, a smaller cup point 
called the Allenpoint (illustrated) 
replaces standard point. It has 
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and pic- | 
7” ROLLER AND TRAY KIT RETAIL 
Swiftee Rollers Alone Retail $1.19 Ea 
Swiftee Replacement Cylinders Retail 79% Ea PRICE 
Swiftee Trays . Retail 79¥ Ea 
Made In Lambs Wool -) 
SWIFTEE or Mohair 
oe: PACKED 
RANT! IN 2 ORDER BY 
L Pa as 
31% oz. CoLenre bea, ton NUMBER 
2 DISPLAY ‘Sty 
on jars, BOX PAiny TEE S-1 Lambs Wool 
ims. Re- ROLLER -1 Lambs Woo 
United - Roller and 
io Metal Tray 
tard, p. 59 ! $-2 Mohair Roller 
¥ POSS & Metal Tray 
8 
Ym R-1 Lambs Wool 
w being | ‘Fe Paint Roller 
its. For , R-2. Mohair Paint 
) point | Roller of quality construction throughout. 
trated ) [ ee ; : Illustrated sheet inside each tray “tells Roller 
UE SUCS | Swiftee Tray is made with turned edges afd sells” the many fine features of 
It has . . . Swiftee paint rollers. Remember C-1 Lambs Wool 
which prevent scratching or cutting. : 
: every roller you sell stimulates paint Cylinder 
Finished in light grey baked enamel. business. C2 Mel Cite 
- onatr jaer 
Wide clip at shallow end locks tray — sia ie 
FUN ° et < 
securely to ladder-tops. + ° OF a 8 Motel Tray 
Guaranteed by @ 














Good Housekeeping 
<M 









| 
-~* | Another COLONIAL Product of 
af \an' | AS Apventistd WE 
SS COLONIAL BRUSH MANUFACTURING COMPANY, INC. 









160 WASHINGTON STREET, NORTH—BOSTON 14, MASS. 
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WHAT'S NEW 








greater locking at all measured in- 
stallation vs removal torque pres- 
sures, uniformly high shaft hold 
ing power in torque resistance 
tests, and more complete shaft con- 
tact pattern. For cap screws, an 
unthreaded leader point is used to 
reduce cause of rew thread in- 
jury and damage to threaded holes. 
Allen Mfg. Co 


For more data circle No. 29 on posteard, p. 59 


Dinnerware Set 
New line of Melmac 


price dinnerware, called) Boonton- 


popular 


wire Belle, features a square in the 





circle design, and is) guaranteed 
against breakage. Line consists of 
five pieces: 10-in. dinner plate. 7-in. 
alad or dessert plate, cup and sau- 
cer, and bowl for soup, cereal or 
dessert. Available in two packaged 
sets--a 16-piece family service for 
four (illustrated), and a five-piece 
individual place setting. New line 
enables dealer to offer a new style 
and price line with addition of only 
two sets. Boonton Molding Co. 


For more data circle No. 30 on postcard, p. 59 


1954 Truck Line 

Pickup truck (illustrated) is in 
the 1954 GMC truck line, which in- 
cludes deluxe as well as standard 
models. Line features 125 hp. en- 
gine in the light models; Hydra- 
Matic Drive for medium and heavy- 
duty models; power steering, and 
silent power muffler which elim- 
inates objectional exhaust noise. 


66 





make use of 12> ne\ 


Light models , 
paint colors, two-tone upholstery 
and exteriors, liberal use of chrome, 
panoramic one-piece curved wind- 
shield and streamlined instrument 
panel with instruments grouped for 
yreater visibility. The body has 
heen redesigned for increased load 
capacity, lower loading height and 
a grain-tight, sand-tight tail gate. 
GMC Truck & Coach Div., General 
Motors Corp. 


For more data circle No. 31 on postcard, p. 59 


Car Spotlight 


Snapit Klip-Beam is a_ portable, 
plug-in automobile spotlight which 
throws a beam 500 ft. It has a 
clamp for fastening to any round 
or flat edge, all-direction swivel- 
head which permits directing beam 
Without moving lamp, built-in) on 
or off switch, and an extra red lens 
for danger signaling. Comes packed 
in handy Stor-away display carton. 





Retails for approximately $2.25, 
including tax. Cable Electric Prod- 
ucts, Ine. 


For more data circle No. 32 on postcard, p. 59 


Bead Pattern Chain 

New line of Bead Pattern Chain 
includes sizes and types for many 
applications, such as for key chain, 
basin stopper, jewelry, electrical 
and plumbing fixtures, etc. Avail 
able in a variety of finishes, from 
Standard fitting 
such as couplings, friction sleeve 


and pendants are also in line. Cata 


brass to gold. 


log containing every type of Bead 
Pattern Chain and standard chain 
assemblies — Is available.  Rowne 
Chain Cos 


For more data circle No, 33 on postcard, p. 59 


e ° 
Electrical Switches 

Super Switches are designed for 
extra long life at full load, maxi- 
mum service and quiet operation 
For use on A.C, circuits, they can 





be used up to full rated capacity on 
incandescent and on_ fluorescent 
loads up to 277 volts. Switches can 
be mounted in any position and are 
easily wired at back or side. Avail- 
able in single pole, double pole and 
three-way, with ivory 
handles, in both 15 and 20 ampere 
types. Illustrated left is single-pole, 
ivory handle, 15 ampere model; 
right, same model with brown han 
dle. Pass & Seymour, Inc. 


brown or 


For more data circle No. 34 on postcard, p. 59 


Ball Twine 


King Cotton Jumbo Ball Twine 
Assortment No. 25 is a Hardware 
Week special. Comes with display 
self shipper printed in blue and yel 
low on white. Assortment contains 
10 balls of 300 ft. parcel post twine, 
six balls of 500 ft. cable kite twine, 
four balls of 500 ft. four-ply house- 
hold twine, four balls of 160 ft. 
two-ply jute twine, three balls of 
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roreNQU Ze 
In This 


PROTECTED - 
Profit Picture? 






Si), IE retailer with a PRISCILLA Exclusive 
Dealership franchise has good reason to 
smile! For highly profitable advantages 
are attached to handling and featuring 
PRISCILLA WARE Aluminum Utensils. As 
the sole outlet for the line in your locality, 


PRISCILLA WARE'S your turnover and profits are protected. 
You offer a complete selection of attrac- 


m tively styled cooking utensils—and qualit) 
peludstue is assured by the exclusive “Priscilla Un- 


conditional Guarantee.” Isn’t it hard to 


PROFIT POINTS beat a proposition like that? 


Non-competitive Trading Area — The Coupon Will Bring You Full Information 


Only one Priscilla Ware dealer in a 
given area assures favorable competi- 


ea. paren pe 
DuRAabit ALUMINUM 


Unconditional Guarantee — proof 
positive of Priscilla Ware quality; fully PR i $C { Lia 
wmaARE 


protects you and your customers. 
Speaks for Itself 


UNCONDITIONALLY GUARANTEED 
AAT 






} 
| 


| 





Complete Selection — from a wide 
range of modernly designed aluminum 
cooking utensils. 










LEYSE ALUMINUM COMPANY 
KEWAUNEE 3, WISCONSIN 
Half a Century Of Craftsmanship In Aluminum 





-™. | SEND COMPLETE INFORMATION | 






regarding the Priscilla Ware Exclusive | 

Dp R i §  ¢ I iLA gy a Dealership Franchise, and newest catalog. | 
= FIRM 

uIARE € “a | 


The l 
cuaranteen ALitvniviuin 


Speaks for Itself | 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 59. 


175 ft. No. 18 India twine, three 
balls of 150 ft. No. 24 India twine, 
three balls of 60 ft. No. 414% India 





twine, and three balls of 150 ft. No. 
15 Mason twine. John H. Graham 
& Co., Ine. 


For more data circle No. 35 on pusicard, p. 59 


Wood Fastener 

Called Chair-Loc, this wood fast- 
ener swells wood fibers in a wood or 
wood and metal socket and the wood 


itself does the holding. After it 





swells the wood, it deposits a solid 
in the expanded fiber so that it re- 
tains its newly enlarged shape. It 


68 


tightens loose chairs without remov- 
ing rungs; it tightens loose ham- 
mers without removing heads. 
Stress is evenly distributed and 
joint remains flexible, strong and 
long-lived. Suggested retail price 
for 4-0z. bottle is $1. Chair-Loc Co. 


For more data circle No. 36 on postcard, p. 59 


Magnetic Bar Latch 


Added to Amerock line of Colo- 
nial cabinet hardware, this Colonial 
Magnetic Bar Latch has high-pow- 
ered Alnico 5 magnet with floating 
action for positive contact to hold 
cabinet doors securely. Latch has no 





moving parts and is easy to install. 
Unit comes packed complete with 
screws in illustrated envelope; six 
envelopes in a Quick Service display 
carton for counter use. Retail price 
is $1.25 in Colonial Black finish and 
$1.85 in Antique Copper or Swed- 
ish Iron finishes. American Cabinet 
Hardware Corp. 


For more data circle No. 37 on postcard, p. 59 


Rotary Tiller 

Yardster rotary tiller prepares 
level, aerated seedbed without plow- 
ing or spading. Eliminates hand 
hoeing when killing weeds close to 
plants. Specially designed “LL” 
shaped tines are non-winding and 


non-breakable. With 12 in. tillage, 
it is powered by 2 hp. engine. En- 
closed tiller hood provides side and 
top protection for low shrubs and 
plants. Available with or without 
wheel drive. Can be used with in- 
terchangeable attachments includ 


Ne i 
¥ 





£ 


ing mowers, snow mover, sprayer, 
recoil starter and depth regulator 
wheel. Ariens Co. 


For more data circle No. 38 on postcard, p. 59 


Electric Percolator 


Crown Jewel automatic electric 
percolator features a scientifically 
designed basket with a pair of 
Magic Vents on opposite sides. 
These vents allow gas created by 
percolating of hot water to escape 
so that coffee will not be weakened 
by hot water running down sides 
of basket. Basket spreader plate 
fits snugly into place atop basket so 
it catches over 95 pct of the water. 
With gold plated base, automatic 





thermostat flavor control, and raffia 
style handle, percolator retails for 
$50. Cory Corp. 


For more data circle No. 39 on postcard, p. 59 


Gun Sight 

No. 16 Sight can serve as a pri- 
mary rear sight or as an auxiliary 
sight. White enamel triangle aids 
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For the smallest or largest applications, 
Wickwire Springs and Formed Wires 
are available in innumerable sizes, 
shapes and designs for every industrial, 
farm and home use. 


Whatever your needs in springs —stand- 
ard or special—you’ll find it pays to 
check first with Wickwire. If you have 
an individual spring problem our en- 
gineers will gladly cooperate in develop- 
ing the type of spring that best meets 
your requirements. 


6s 


for a lock... 
or a locomotive 























Write for free copy of our 48-page book 
‘Springs and Formed Wires.’’ It’s 
packed with helpful information on 
proper spring selection and application. 
Address your request to Sales and 
Engineering, 2 New Bond Street, 
Worcester, Mass. 
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WHAT'S NEW 





eye to quickly center on notch for 


Glassware Sets 

Here are two lines of prepack- 
aged Partytime glass- 
ware sets, packed in colorful corru- 
vated cartons. One set is priced at 


decorated 


Electric Roaster 
Everhot De 
Ilectric 


Automati 
Model 930 


can be used to bake, cook or roast 


Luxe 
toasterette, 








Center slide is ad- 
graduation for 


quick sighting. 


table i 12'%-oz. tumblers and 
justable in 


Wrought 


$2 for eight 


equal ; 
us comes in three patterns: 


various 


ranges. As 
sight can be 
twilight shooting or to check align- 
ment of receiver and 
tight to 


sightiny-in at 
auxiliary, used for 
front 
barrel 


sight. 


Folds down when 








It can also be used for taking foo 
to picnics, as its Fiberglas insula 
Heat 


automat! 





tion keeps food hot for hours. 


Pickwick and control is completely 


Other set, priced at 


illustrated 


Iron 
Currier & Ives. 
$1 for eight 
a variety of patterns including Poo- 


with a thermostat range from 150 
to 500 F. With a 5 qt 
roaster has heat-resistant 





capacity 


white 


11-oz. glasses, comes in 


not being used. No. 16A is .400 to dle Parade, Plaid, Carnival Coaster, enamel finish, removable inset pat 


500 in. high; No. 16B is .345 to Starlight and Splatter Dash. Lib- of heavy aluminum, and cool pla 
445 in. high. Lyman Gun Sight heu Glass Div., Owens-Illinois Glass tic handles. Retails for $21.95 
Corp. Co. Tropic-Atre, Ine. 


For more data circle No. 40 on postcard, p. 59 For more data circle No, 41 on postcard, p. 59 For more data circle No. 42 on postcard, p. 59 























3 reasons why you can sell 


"MR. BLISTER” 


THE ELECTRIC PAINT REMOVER 


1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 
3. Pleased users develop added sales. 


It’s fast, safe . .. no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on 
boats. Used indoors or 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler. 





REMOVES PAINT, 
WALLPAPER, PUTTY 
















RETAILS AT THE B & L TOOL and MACHINE CO. 


PLAINVILLE, CONNECTICUT 


‘10.95 
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Food Chest 


Magikooler Sportster Leisure 
Chest keeps foods and beverages 
hot or cold for hours; can be used 
for fishing, hunting, camping or 
motor trips, etc. Finished in gray 
and white with red top, in design 


it comes in indi- 
holders. Available 
12-peg combination dis 


Retailing for 35¢, 
vidual 
free is a 


Gap Bed Lathe 

Darra-James 9-in. Gap Bed Lathe 
is a cast iron lathe with 9 in. swing 
over bed and 11 in. gap. 
Spindle has °*4-in 16 thread for out- 
board and inboard turning. Centers 
No. 1 Morse taper; tailstock is self- 


plastic 


, penser and display rack which holds 
over 


depicting various sports scenes, it 
is constructed of heavy steel with 
galvanized steel interior and baked- 





1 doz. 


coils ot each of 12 diameter 


list price to dealer is $50.40. 2B. F 
Gladding Co., Ine. 


ing food 
‘ For more data circle No. 


Known as Model 920, this 
lathe can be driven from either the 


ejecting. 15 on posteard, p. 59 


; insula 


a ee 





rs. Heat rear or below. Overall length of 

agen unit is 47 in.; weight, 51 Ib. Tool- Reel Seats 

emg igh — 7 , " Two new reel seats, one for salt 
; hie wae mnaee ate ates We, 68 om pectened, y. OP water spinning rods and the other 
a for fresh water spinning rods, are 


001 plas on enamel finish. Has automatic now available on an optional basis 


Leader Material 


$91 95 lock-cover handle, large capacity, Both reel seats are identical, but 
; | and is 100 pet insulated. Retails for Platyl leader material is thin. salt water model is larger. De 
$9.95. Metalcraft Mfg. Co. strong and pliable, and is die- signed to eliminate reel wobble and 


teard, p. 59 ° . ° , . , , 
Fer qante dite dedi Me. @ on petensd, oO drawn to insure uniform diameter. side-slipping, seats have grip pro- 
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S 57 
7-INCH 
BOX JOINT 
DIAGONAL 
SIDE CUTTER 


There is nothing finer 
| than a Diamond. 












Drop forged of tough Diamalloy Steel. 
Electronically hardened cutting edges, Jaws extra strong and tough. 
Gun metal finish with polished head. Packed in individual boxes. 





Diamalloy Heavy Duty Diagonal Cutting Plier 


7-inch only 


Diamalloy Diagonal Cutting Plier 
4, 5, 


6-inch sizes 


p 
J 








Diamalloy Heavy Duty Diagonal Cutting Plier 
with Insulated Handles 


7-inch only 


Diamalloy Short Nose Diagonal Cutting Plier 


6-inch only 


ASK YOUR HARDWARE JOBBER! 


DIAMOND CALK HORSESHOE CO. 


4612 Grand Ave., Duluth, Minnesota 
Canadian Factory, Toronto, Ont. 
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WHAT'S NEW 








tected from wear of reel-locking 
rings by sliding metal sheath that 


can be adjusted to secure reel at 


any point on rod handle. Entire 
seat is heavily plated. Montague 
Rod & Reel Co. 


For more data circle No. 46 on postcard, p. 59 


Silver Cleaner 

Brite Silver is 
silver cleaner that polishes at it 
cleans. It preserves the lustre of 


a new, effortless 





silver articles giving the silver 
greater resistance to tarnish. Cop- 
per Brite, Inc. 


For more data circle No. 47 on postcard, p. 59 


Floor Covering Pattern 


Added to the 1954 line of Gold 
Seal rugs is this new design, called 
Twill, which comes in two patterns 
of an inset tile effect. Available in 
red, gray and black in pattern 435; 
yellow, green and brown in pattern 
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436. Wear-surface of these rugs 
consists of equivalent of an eight- 
coat thickness of hand _ applied 
enamel; rugs come in a range of 
sizes from 6x9 ft. to 9x15 ft. Con- 
goleum-Nairn, Ine. 


For more data circle No. 48 on postcard, p. 59 


Glass Bar 


Constructed with a heavier di- 
ameter glass bar, this clear crystal 
complete with 


bar comes tear- 





shape nickel-plated fittings. Bar is 
available in 18 and 24 in. lengths 
with bent ends. It can be used for 
towels, ties, hosiery, curtains, 
French doors, shoe bags, etc. Dis- 
play panel, printed in bright colors, 
illustrates various uses. Kimble 
Glass Co. 


For more data circle No. 49 on postcard, p. 59 


4-In-1 Stapler 
Swingline 77 stapler features 
Kangaroo Pouch that stores 500 
extra staples. It is a 4-in-1 stapler, 
tacker, plier and storage compart- 
ment. Comes in combination ship- 


ping and display package which re 
veals display panel when opened 
Cut-out kangaroo pops out of dis 





play background and perches on top 
of stapler. Also available is a kan- 
garoo doll with stapler in its pouch, 
retailing at $3.95 complete. Speed 
Products Co., Inc. 


For more data circle No. 50 on postcard, p. 59 


Illuminated Screwdriver 
Serewdriver with illuminated 

handle and three interchangeable 

magnetized blades comes in Rosco 





Flash Kit with snap-closing plastic 
case. Pressing button on handle 
throws a light beam, leaving both 
hands free for job. Retailing for 
$1, complete kit contains: spring 
chuck illuminated handle; No. 1 
Crosspoint blade for Phillips-type 
screws; regular screw driver blade; 
fine works blade; standard bulb and 
battery. Rosenberg Bros & Co. 


For more data circle No. 51 on postcard, p. 59 


Power Chain Saw 

Portable one-man chain 
saw for felling, stripping, pruning 
trees and bucking logs is driven by 
one-cylinder engine. Features in- 
clude operating speed of 4500 rpm.., 
ball and needle bearings through- 
out, waterproof magneto ignition, 


power 
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POWER PRODUCTS CORPORATION 


LIGHTWEIGHT 2-CYCLE GASOLINE ENGINES 1 TO 4 HORSEPOWER 
GRAFTON, WISCONSIN 
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2-cycle recently? 


Actually, if you take a good look almost any- 
where today you'll see a lot of small 2-cycle en- 
gines hard at work . . . mostly Power Products 
2-cycle engines. Only a few years ago the prospect 
of a 2-cycle engine for domestic industrial appli- 
cations was considered little more than an im- 
practical dream. At that time the average person's 
2-cycle engine experience was limited to the frus- 
trating job of trying to start a temperamental out- 
board motor in the middle of a lake. 


WHAT HAPPENED? 

A good look at Power Products 2-cycle engines 
today —and their wide use — certainly should 
convince you that something has happened. In 
short this happened . . . 


1. Power Products recognized the existence of 
inherent 2-cycle engine advantages. Further, 
they observed the fact that everywhere in the 
world, except the United States, 2-cycle was 
the standard for small engines, 


2. Power Products refined and perfected the 2- 
cycle engine design — built a high quality 
lightweight engine — pioneered its industrial 
application. 





3. Power Products specialized in the adaptation 
of lightweight 2-cycle power to a wide variety 
of products. 

THE RESULT! 

In just a few years Power Products has grown to 

be the world’s foremost builder of lightweight 

2-cycle industrial engines. 


Power Products 2-cycle engines have become ac- 
cepted by most leading manufacturers and mer- 
chandisers as the engine for rotary mowers, 


All important chain saw manufacturers who do 
not manufacture their own engine use the Power 
Products Lightweight. 


Alert designers of portable power equipment such 
as lawn mowers, chain saws, bicycles, pumps, 
grinders, generators, garden tractors, etc. are tak- 
ing advantage of the light weight, the effortless 
starting, and the versatility of the Power Products 
2-cycle engine. 

A nationwide network of stations specializing in 
2-cycle engines has been created to service the 
increasing number of Power Products 2-cycle en- 
gines going daily into consumers’ hands. 


Every day more manufac- 
turers, wholesalers, dealers 
and consumers are learn- 
ing by experience that it 
pays off handsomely to 
take a good look at Power 
Products 2-cycle engines. 
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@ For more information on these products and services 
use free post card on page 59. 


automatic rewind starter, gravity 
feed carburetor, Gilmer belt drive 


automatic centrifugal clutch, plung 





er type chain oiler and 20-in. stand- 
ard cutter bar. Price is $249.50. 
Luther Corp. 


For more data circle No. 52 on posteard, p. 59 


Towel Holder 


Self-adaering three-arm plastic 


features adhesive- 


coated wood insert which is molded 


towel holder 
into back. Holder can be fastened 
to wall without use of nails, screws 
need only be 
Holder can 


or glue; adhesive 
moistened with water. 
tile, glass, 
Movabhle 


be applied to any flat 


wood or plaster surface. 


> ae | 


10% in. arms fold against wall 
when not in use. Available in white, 
red, yellow, green and black, holder 
retails for 69¢. Selfix Products Co. 


For more data circle No. 53 on posteard, p. 59 
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Labeling Tape 

This pressure-sensitive labeling 
trademarked Scotch brand 
write-on labels, is a continuous roll 
of white cellophane tape with 65 in- 
dividual 1° in. long labels bordered 
has a specially-treated 


tape, 


in red. It 





cellophane surface upon which pen- 
cil, ink or crayon messages can be 
inscribed. Label tears from roll and 
sticks to surface at a touch, without 
moistening. Roll °4 x 100 in. re- 
tails for 25¢. Minnesota Mining & 
Mfg. Co. 


For more data circle No. 54 on postcard, p. 59 


Screwdriver Set 

Packaged set ‘of six Lifelong 
screwdrivers is being offered at a 
special Hardware Week 
$1.50; regular retail price is $1.90. 


price of 


Dealer saves 27¢ per set. With un- 











breakable amber handles and cad 
mium blades, screwdrivers are 
branded and guaranteed. Fuller 
Tool Co. 


For more data circle No, 55 on postcard, p. 59 


Snap Lock Pipe 

Super-Lok furnace 
pipe is a snap lock pipe that locks 
easily and quickly, holds tight, and 


galvanized 


provides long lasting service for 


gravity, forced air and air condi- 


view 
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tioning installations. Complete line 
of pipe, elbows and angles comes in 
5 to 12 in. sizes, in 24, 26, 28 and 30 
Pipe and fit- 
tings are labeled and packed in car- 


crauge galvanized steel. 


tons for protection and convenience 
in handling. St. Clair Metal Prod 
vets Co. 


For more data circle No. 56 on postcard, p. 59 


Weathervanes 

Here is a new line of 
Weathervanes _ that 
$10.95. 


Quality 
retail for 
Vanes are attractively de- 





signed and styled and are of sturdy 
construction. Dealer discount is 40 
pet. McNulty Design Studios, Inc. 


For more data circle No. 57 on postcard, p. 59 


(Resume reading on page 13) 
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GREETINGS... 


to all our friends in the Hardware trade. as we 
begin our... 


BB 
/ ie 





: th 


Year 


IbAS— 1954 






MANN axes are forged, tempered, ground and finished by 
fifth-generation craftsmen, in a century-old tradition of 
making edge tools of excellence. We will be pleased to 
send you our latest illustrated catalog. Write to Dept. 1224. 


Inm\la\ 


EDGE TOOL 


LEWISTOWN, 
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COMPAN Y 


PENNSYLVANIA 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


The Sweepstakes went aground 
in the Straits of Sunda, and was 
condemned in Batavia in May, 





AMERICAN MANUFACTURING COMPANY 


week ont REET. MODE me 


Covet Digetee 1 toe Steg lee 


me am 
a a 


1862. This wall calendar is avail- 
able free upon letterhead request. 
American Mfg. Co. 


For more data circle No. 58 on postcard, p. 59 


Ale 
CHESTS 


with disappearing front panel. 


STRONGER CONSTRUCTION 


Made of extra durable heavy gauge steel. Heavy duty 
slides make it easy to open and close fully loaded drawers. 
Edges doubled for extra rigidity. Polished aluminum handles. 


Get details from your jobber. Order today. 





Pocket Watch Display Deal 

No. 160 Display Deal features six 
Sentinel “Sweep” pocket watches 
factory-mounted on colorful counter 





card. Sweep is an accurate, reliable 
watch with sweep second hand for 
timing sports, photography, etc. It 
has durable chrome case and un- 
breakable crystal, and retails for 
$3.25 plus taxes. Ingraham Co. 


For more data circle No. 59 on postcard, p. 59 


Sash Cord Package 


Solid braided sash cords—Aetna 
and Sachem—in sizes 7 and 8 now 
come packaged in newly designed 


NEW JL- 70 


MACHINISTS | 
CHEST 


OUTSTANDING NEW BEAUTY 
WITH DELUXE FEATURES 


* Modern design and new sparkling green hammerloid color 
styling distinguish this chest from ordinary boxes. Felt-lined 
compartment and drawers adequately protect the most valu- 
able precision tools. Plenty of drawer space makes it eosy 
to keep tools in order. A space for every tool. Box closes 





red, white and blue cartons which 
encourage 200 ft. sales and also per- 
mit easy 100 ft. sales. Instructions 
on each carton show how double 
cartons with cellophane window can 
be separated for 100 ft. sales. Cords 
will not ravel or kink and will tie 
easily. Both have Good Housekeep- 
ing Seal of Approval. Samson Cord- 
age Works. 


For more data circle No. 60 on postcard, p. 59 


Sprayer Display 

This point-of-sale display card is 
designed to fit on top of any item 
in the gold seal line of compressed 
air garden sprayers. Measuring 





WATERLOO VALVE SPRING COMPRESSOR (CO. - WATERLOO, IOWA 
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WHAT JOBBERS SAY 


IS MORE IMPORTANT THAN WHAT 
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KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 

but we let users prove it! 

AT YOUR JOBBERS or 

WRITE FOR PRICES 








PROTECTS MASONRY | 
AGAINST 
WATER SEEPAGE 








Dept. 
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CREAM GREEN 
STUCCO nn mer 
CINDER BLOCK |... ceay 
ROUGH MASONRY | sans sur Boner 
_UNGLAZED TILE | COLORS 
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KAY-TITE company | 


WEST ORANGE NEW JERSEY 


ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY 
1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 
More than 20 years of satisfactory performance 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 59. 


15x18 in., card shows a cartoon 
drawing of a beaming face along- 
side the words, “Now! Spraying 
Can Be Lots of Fun!” Sprayers’ 
features are prominently listed on 
card, and space is provided for in- 





Se rate ay 


A. Kimble Button-End Glass Bars — 
; crystal or opal glass with adjustable 
metal fittings. 18'’ long. 


B. Kimble Double-Purpose Glass Bars — 
crystal glass with adjustable fittings 
for partial or full-length use. 24’' long. 


C. Kimble Bent-End Glass Bars — 
Y,"’ crystal or opal glass with strong, 
modernistic metal fittings. 18’ and 
24” lengths. 

D. Kimble Deluxe Glass Bars — 
¥,"’ crystal-clear glass with heavy, 
streamlined metal fittings. 18’’ and 


24” lengths. 
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serting price. Red, white and black 
cardboard display is free to com- 
pany’s dealers. Acmeline Mfg. Co. 
For more data circle No. 61 on postcard, p. 59 


Enamel Promotion 


Promotion of non-toxic, odorless 
3ru-Lux enamel includes full color 
cards, 11x17 in.; illustrations of in- 
teriors, and 42 exact color chips. 





fixture  (illu- 


display 
strated) holds 160 assorted con- 


Hardwood 


tainers, covering all colors, in 


quarts, pints, half-pint and quarter 
pint sizes. It shows color chips un 
der clear plastic. Display takes 2 ft 
sq. of space. Bruning Bros., Inc. 


For more data circle No. 62 on postcard, p. 5 


Do-It-Yourself Folder 
Six-page instruction sheet, Series 
No. 12, is called “How to Mak 
Reynolds Do-It-Yourself Aluminum 
Storm Windows.” It details several 
methods of attaching storm win- 
dows, and shows how to make slid 
ing windows and year-round com- 
bination screen and storm window 
sets with Do-It-Yourself Aluminum 
Also tells how to make hangers by 
extending frame members, produc- 
ing hangers integral with storm 
window frames. For distribution to 
customers. Reynolds Metals Co. 


For more data circle No. 63 on postcard, p. 59 


Wrenches, Sockets Folder 

Pocket-size folder illustrates and 
describes entire line of Life-Time 
wrenches and sockets. Measuring 
614 x14 in., two-color folder gives 








GIvE YOUR CUSTOMERS what they want— 
low-cost, handsome, handy Kimble Glass 
Bars. Sparkling bright, they’re made of 
velvet-smooth, clear glass . . . have pol- 
ished metal fittings. 

Tremendous production facilities at 


Kimble glass bars won’t rust... 
stay new-looking! 


KIMBLE GLASS COMPANY 


. Subsidiary of Owens-Illinois Glass Company 
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with low-cost KIMBLE GLASS BARS 


Kimble make it possible for us to offer 
you these popular bars at a special low 
cost that stimulates sales and gives you 
a high profit margin at the same time. 

Order Kimble Glass Bars today from 
your wholesaler, or write to us direct. 





Toledo 1, Ohio 
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detailed information on each item, 
including open end, combination, 
45° box and 15° box wrenches, as 
well as wrench sets, called Rollpacs. 
Also listed are two additions to 
line: 3g in. and % in. square drive 
socket wrenches and parts. These 
are available singly or in metal- 
boxed sets. Billings & Spencer Co. 


For more data circle No. 64 on postcard, p. 59 


Paint Bulletin 


Product Information Bulletin No. 
55319-R describes Rustrem anti- 
rust paint. Seven- page bulletin 
recommends uses for each of the 
six Rustrem colors: standard black, 
super aluminum, oxide red, chrome 
green, medium gray and clear. Also 
gives information on how to apply 
paint. Speco, Inc. 


For more data circle No. 65 on postcard, p. 59 


Glass Pipe Catalog 

Revised catalog, “Pyrex brand 
‘Double-Tough’ Glass Pipe and Fit- 
tings” 
traps and fittings. Listing standard 


introduces new line of sink 


items of stock lengths available, 
catalog contains technical informa- 
tion and specifications on spacers, 
adjustable joints, stock valves, 
flanges, joints, adapters for con- 
necting glass pipe to other ma- 
terials, adapter connections, spe- 
cial fittings and armored glass pipe. 
Corning Glass Works. 


For more data circle No. 66 on postcard, p. 59 


Glue Promotion 
Assortment of glue at a dealer 
profit of 49.3 pet is offered as a 


Hardware Week special. Included 





free are 2 doz. tubes of genuine 
hide glue and 1 doz. tubes of Ever- 
tite clear-white glue, giving a profit 


of $5.40 in addition to regular 
profit on assortment with total re- 
tail value of $17.10. Sizes in pack- 
age unit are 1 doz. quarter-pints, 
six half-pints and four pints in ad- 
dition to the 36 free tubes. Frank- 
lin Glue Co. 


For more data circle No. 67 on postcard, p. 59 


Snow Plow Promotion 


To help sale of rotary snow 
plows, long-range weather forecast- 
ing reports are being sent to deal- 
First 
report, covering November, Decem 


ers in 31 snow belt states. 


ber and January, gives separate 
forecast for each state. It lists 
dates and depths of expected ac- 
cumulated snowfall in each area 
Two supplemental reports, — in 
greater detail, will be mailed dur- 
ing the three-month interval. These 
reports act as a guide for dealers 
in estimating snow plow sales and 
can also be used as a promotion of 
plows to customers. Jacobsen Mfg. 
Co. 

For more data circle No. 68 on postcard, p. 59 
(Resume reading on page 14) 
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Skidaway Hardware (Ga.), Johnson & Whyte 
(Ind.) Open Self-Service Hardware Stores 


Savannah, Ga.—Joseph J. 
Tribble and John Morris re- 
cently opened the Skidaway 
Hardware Co., first self-ser- 
vice hardware store in the 
city. 

The new store carries a 
complete line of hardware 
and sporting goods and, 
though customers may serve 
themselves, salesmen are on 
hand to advise customers on 
technical problems and_ to 
suggest the correct tools and 
methods to be used on any 
particular task. During a 
two-day grand opening cele- 
bration, souvenirs were given 
to visitors. 


Michigan City, Ind.—John- 
son & Whyte’s Hardware 
Store in the Park and Shop 
Center is the new retail divi- 
sion of the Eastport Supply 
Inc. The store is the 
city’s first self-service hard- 
ware store. 

The new store has a check- 
out counter and all merchan- 
dise is clearly identified and 
priced. Clerks are also on 
hand to assist customers. The 
store has a service and rental 
department where customers 
can get service and repair 
work on their power lawn 
mowers and power tools, get 
glass cut or glazed, pipe cut 
and threaded, and can rent 
power tools, lawn equipment 
and small hand tools. 


Co., 


Raymond, Wash. — Oas 
Monson has opened the Pa- 
cific Hardware & Appliance 
store on Third St. Manager 
of the new store is Charles 
Laughary. A three-day grand 
opening program featured 
joor prizes, gifts to shoppers 
and other events. 

Wilshire, Ohio—Mike Rhu- 
land has sold his hardware 
and appliance store to John 
Spitler. 


Rapid River, Mich.—Cas- 
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well’s Hardware has just 
been remodeled and modern- 
ized. Owned by Leslie Cas- 
well, it was the city’s first 
hardware It now has 
a new entrance, display win- 
dows, counters and lighting. 


store. 


Edna, Tex. — Lemburg’s 
Hardware & Furniture Store, 
(Continued on page 90) 


Townley Metal Appoints 
Golladay Dept. Head 


Alva F. Golladay has been 
appointed department head 
and buyer of the traffic ap- 
pliance, heating and furnace 
departments of the Townley 
Metal & Hardware Co., Kan- 
sas City, Mo., wholesaler. 


He succeeds Don Pickering. 
Mr. Golladay had _ been 
serving as a city salesman 
for Townley previous to his 
recent appointment. He was 
formerly associated with 
Gleaner Harvester and North 
American Aviation. 





ALVA F. GOLLADAY 


See Record Toy Sales for 1953; $450 Million 
By Manufacturers, $900 Million by Retailers 


Record breaking toy sales 
of approximately $450 mil- 
lion by manufacturers ($900 
million at the retail level) 
for 1953 were forecast at the 
37th annual convention of the 


Toy manufacturers of the 
U. S. A., Ine. Held at the 
Park Sheraton Hotel, New 


York City, Dec. 7 and 8, the 
meetings were attended by 
211 manufacturers. 

It was also predicted that 
would con- 


gyalis 


toy sales 





FREDERICK W. DOEPKE 


tinue at a good rate through 
the first half of 1954. 
Robert B. M. Barton, 
Parker Bros., Inc., retiring 
president of the association, 


,said, “Good news for parents 


is the fact that toy prices are 
the same or a little lower 
than last year. This year 
also has set an all-time high 
for the number of toy dis- 
plays and special promotions 
used by retail stores. 

“Although approximately 
60 pet of the dollar volume is 
still turned in during the 
fourth quarter of the year, 
very substantial gains in unit 
sales were established in the 
spring and summer of 1953 
because of more effective dis- 
plays and more aggressive 
merchandising.” 

Richard C. Bond, president 
of John Wanamaker, Phila- 
delphia, forecast good retail 
toy sales gains in the first 
half of 1954 over those of the 
same period in 1953. He cited 
tax reductions, increasing 

(Continued on page 89) 


Smith, Edsall Elected 
By Stowe Hardware Firm 


W. E. Smith has been 
elected executive vice-presi- 
dent and W. J. Edsall has 


been elected vice-president of 
the Stowe Hardware & Sup- 


ply Co., Kansas City, Mo., 
wholesaler. 
At the same time it was 


announced that Lloyd Faeth 
has elected treasurer 
and placed in charge of in- 
dustrial and builders’ hard- 
ware purchasing, and N. W. 
Bailey has been named secre- 
tary and office manager. 

Other officers of the firm 
include: Perry Faeth, presi- 
dent; Mrs. E. O. Faeth, vice- 
vresident, inactive; E. R. 
Hart, superintendent of prop- 
erties and warehousing, and 
Wiley W. Morris, assistant 
sales manager. 

Mr. Smith, the new execu- 
tive vice-president, is also in 

(Continued on page 84) 


been 


Sage Named to Post By 
Connelly Co. of Oregon 


Loren Sage has been ap- 
pointed city representative 
for the Housewares & Elec- 
trical Div. of the F. B. Con- 
nelly Co. of Oregon, Port- 
land, Ore., wholesaler, it was 
announced by Frank C. 
Porter, vice-president and 
general manager of the firm. 

Mr. Sage was formerly 
housewares and _ electrical 
buyer at Lipman Wolfe & Co. 









VARA 


LOREN SAGE 
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McKnight Hardware Co. In 1932 he was elected presi- e . é ’ 
‘ed Marks 75th Anniversary soggy ba great ge Hibbar d Or ganiZes True Value 
re Firm The Samuel McKnight McKnight and was elected 
— Hardware Co., Pittsburgh, chairman of the board. 


Pa., retail firm, is currently 





Associate Store Program 





ce-presi- : eases : 
ar oe celebrating its 75th anniver- ; 
ieee inl sary. The company started New Orleans Scene Of Plans for the establishment chandise to the consumer at 
& Sup- with a small hardware store Southern Convention of a “True Value” Associate competitive prices, Mr. Ahl 
, . — cn. . ~ De . P . ere aat 
ty, Mo., and today has grown to in The Southern Hardware Store Program, a voluntary said. . 
clude three modern branches, ,.... , d , chain of independent hard- The promotional and ad 
. ton? = tai Convention next year will be — 7 I 
‘t was : a ed in Allegheny jeig at New Orleans, La.. — apt ego together 
d Faeth Tatee C. Beevens cece. SM Set 1 wih te Oe en < 
reasurer dent of -Seagpicontonenese ag gone Hotel Roosevelt as headquar- oe “si chain store ol i 
e of in- tiem tee “oe held a ee ters for the two sponsoring o @ hl. citi at tine 
s’ hard- Seueiene ra ‘aot in 1942. Sn associations, the Southern : ; ‘- , a i — - & * 
dN. W. was elected assistant secre- wae Rasluare Luseei- Eva J i vh “i le ‘ - 
1d secre- tary and assistant treasurer 2tion and the American svanston, fl., wi er 
er. a Qe tom “The idloeionn Hardware Manufacturers The program will be unde: 
the firm : ; e ‘ Association.. All activities of the supervision of George F. 
3 : year he was elected treasurer. , ; V we. iWibhesd* oo 
nh, presi- Hugh F. McKnight pre- the convention will be con- McIntyre, ibbard’s vice 
th, vice- ceeded Mr. Luther as head Centrated at the Roosevelt. president in charge of sales. 
EB. & of the company He ar Other convention hotels Through close cooperation of 
of prop- stdont ; 9 ~ will be The Jung, St. Charles, dealer and wholesaler, econo- 
elected president in 1920. In : . ani 
ng, and 1920-21 he was president of Monteleone, New Orleans and mies will be effected permit 
ssistant the Pittsburgh Hardware As- the De Soto. In order to as- ting the independent hard- 
scdletien: tn 0686-54 he em (Continued on page 84) ware dealer to sell his me) +. ©. ian 
V rage president of the Pennsylvania - ; 
8 = and oo L soap “van Meetings, Merchandising Talks, Exhibits To vertising program will be 
, ware Association, and shortly ‘ h : directed by J. E. Stone, Hib 
thereafter he was elected to Highlight Janney Dealer Meeting, Jan. 11-13 bard’s sales promotion mar 
ost By the board of the National A series of group meetings, seasonal merchandise and at ager. This program will make 
regon Retail Hardware Association. = hak cae = eS and an available to the Associated 
2 a large exhibit of new and address by Merrill D.Graham & sit. ; 
” . Stores a monthly True Value 
ee on “Self Improvement in Re- Sales Promotion Guide, which 
. . a : . ° . males I >» 4 
sentative tail Selling,” will highlight will include suggested win 
& Elec- the retailers’ Conference and dow and aan displays 
B. Con- Spring Market being held by’ | aoy, banners price aie 
cg F _— Janney, Semple, Hill & Co.. for both ane and windee 
r, it was Minneapolis, Minn., whole- Rt eariigate waininn red 
ank C. saler, on Jan. 11 to 13. o pts le a at se a 
nt and . ‘ .,, Sales people, market informa- 
the firm. The group meetings will tion, basic merchandise check 
formerly cover paints, the planning jjsts and a monthly news 
slectrical of seasonal purchases and paper advertising program 
ife & Co. sales promotion plans for Each store will be identi 
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These are the eight dealer members of the committee that 
is advising officials of Janney, Semple, Hill & Co., Minne- 
apolis wholesaler, in planning the firm's Retailers’ Con 
ference for Jan. 11-13. 
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1954. In addition, there will 
be a meeting of Janney Pro- 
gram Stores. 

Mr. Graham, who will ad- 
dress the Monday meeting, 


fied by a large red, blue and 
True Value Hard 


Housewares sign. 


yellow 
ware and 
through which the consumer 
will identify his iocal hard 


is well known in hardware ware store with ads that will 
circles for his stimulating appear in newspapers and 
hardware merchandising other publications through 
ideas. out the Midwest. In _ this 


The meeting will be held 
at the Calhoun Beach Hotel, 
located on the shores of Lake 
Calhoun, in Minneapolis. The 
manufacturers’ exhibits will 
cover a wide variety of new 

(Continued on page 82) 


manner, Mr. Ahl pointed out, 
the hardware dealer will be 
able to particinate in large 
newspaper and circular ad 
vertising which would be im 
possible to accomplish indi 
vidnallv. 
(Continued on page 86) 
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Electric Housewares Industry Starts 1954 
Program With Support of 50,000 Dealers 


The 50,000 dealers who 
participated in the industry- 
wide Electric Housewares 
Gift Campaign during 1953 
will be urged to continue 
their activity during 1954 in 
order to most fully capitalize 
on their gains, it was an- 
nounced by G. W. Orr, sales 
manager of the Electric 
Housewares Div. of the John 
Oster Mfg. Co. and chairman 
of the Electric Housewares 
Section of the National Elec- 
trical Manufacturers Associ- 
ation, sponsor of the cam- 
paign. 

At the same time, all other 
dealers will be urged to “Now 
Join 50,000 Dealers Who 
Say: ‘50,000,000 Consumers 
Can’t Be Wrong.’” The 1954 
program will continue to cen- 
ter around the basic theme 
and emblem, “First Gift 
Janney Dealer Meeting 
Jan. 11-13 

(Continued from page 81) 
and seasonal items for hard- 
ware stores. 

The theme of the meeting 
is, “Moving Forward,” and is 
designed to show how coop- 
eration between dealer and 
wholesaler will enable both 
to meet and beat competition 
by using most modern means 
of distributing and merchan- 
dising hardware goods. 

Plans for the conference 


Directors of Wholesale Firm Meet 





Choice — Electric House- 


wares.” 

The year ’round program 
places special emphasis on 
promotional opportunities af- 
forded by weddings and 
showers, anniversaries, Moth- 
ers’ Day, Fathers’ Day, birth- 
days, graduations, back to 
school, and Christmas. The 
campaign is promoted py use 
of decalcomania identifying 
the store as gift headquar- 
ters, streamers, displays, 
signs, newspaper advertising, 
radio advertising, direct mail, 
gift wrapping, gift certifi- 
cate. 

A Spring 1954 dealer kit 
consisting of the three-color 
decal and three streamers 
will be distributed through 
local electrical leagues and 
area electric housewares com- 
mittees. 


have been developed by the 
company in cooperation with 
a dealer advisory committee. 
This committee represents 
practically all sections of 
Janney’s territory. 

Members of this dealer ad- 
visory committee are: Steve 
Pepelnjack, Central Supply 
& Appliance Co., Virginia, 
Minn.; Bliss Cleveland, Cleve- 
land Hardware, Austin, 
Minn.; Vere Goff, Goff Hard- 
ware, Pontiac, IIl.; Ralph 
Moeller, Moeller Hardware, 
Robinsdale, Minn.; M. W. 


— News of the Trade 





Kealiher, Patterson Hard- 
ware, Denver, Colo. 

Also Bud Totten, Perry & 
Tocten, Forest City, Iowa; 
Don Lee, H. H. Senger Hard- 
ware, Portage, Wis., and 
Gordon Thune, Thune Hard- 
ware, Mitchell, S. D. 


Nesco Promotes Zietlow 
To Managerial Position 


E. H. Zietlow, former cus- 
tomers’ service manager for 
Nesco, Inc., Milwaukee, Wis., 
has been promoted to the 
newly created post of sales- 
office manager. 

In his new position, Mr. 
Zietlow will aid in the speed- 


2S 
“a 









E. H. ZIETLOW 


ing up of customers’ requests 
and in processing customers’ 
orders. Mr. Zietlow will 
maintain headquarters at the 
company’s executive office in 
Milwaukee. 


Directors of Hardware Wholesalers, Inc., Fort Wayne, Ind., wholesaler, held a meeting 
recently at which time they received full details on the firm's fiscal year, which closed 
Sept. 30, and reviewed the company’s successful program for the past year. The group 
also discussed plans for 1954. In the photo, from left to right, are: Raw] Ransom, 


Harold Rosser, Harry Isch, Arnold H. Gerberding, Harold Main, Aldon Roussel, Forrest 


Steinman and Earl Rinker. 


Two of the firm's directors 


meeting; they are Lloyd Kauszler and Boyd Tiffany. 
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were unable to attend the 


Henry Disston & Sons 

Names J. S. Disston, Ill 
Jacob S. Disston, III, will 

represent the hardware divi- 


sion of Henry Disston & 





JACOB S. DISSTON, III 


Sons, Inc., Philadelphia, Pa. 
He will cover New England 
and New York state, exclu- 
sive of New York City. 

A great-grandson of the 
founder of the firm, Mr. Diss- 
ton started in the sales pro- 
motion department of the 
company in 1946. Subse- 
quently he traveled for the 
power tool and _ industrial 
sales divisions, and covered 
the entire country for the 
hardware division. 

During the Korean emer- 
gency, Mr. Disston repre- 
sented the steel sales division, 
handling armor sales to the 
government for tank and air- 
craft defense programs. 





Modglin Co. Promotes 
Hayes, Simpson 


D. P. Hayes has been pro- 
moted to general manager 
and Mark G. Simpson has 
been advanced to factory 
manager and assistant gen- 
eral manager of the Modglin 
Co., Inc., Los Angeles, Calif. 

Mr. Hayes has been with 
Modglin for five years in va- 
rious executive capacities. 
Mr. Simpson joined the firm 
in 1950 as manager of the 
Metals Div. 


Brubaker Appointed 


Joseph D. Brubaker has 
been appointed treasurer and 
member of the board of di- 
rectors of the Standard 


Horse Nail Corp., New 
3righton, Pa., filling the 
vacancy caused by the death 
of A. L. Bingham. 
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IT IS AN 
(24) mazine RULE 


TIS A 


13|ETTER RULE 


YES, AND IT HAS A 
OIL SPRING 

IN EACH AND EVERY JOINT 
THE NEW WAY 


The stress of thousands 


Ca of openings and clos- 
ings is taken up by the 











Guaranteed 
AGAINST JOINT FAILURE 
Zoreuer! 






Joints never get loose and fail. These 





rules have been opened ‘and closed 


400,000 times and then found to have 









































that good, new-rule feeling. Customers strong coils of spring 
. ook ” : steel. This means FLOATING ACTION. In rules...just as 
naturally like this stays new quality... on your automobile...COIL SPRINGS are the NEW WAY. 
and that’s why they like the dealer who DEALER'S —RETAIL 
: NO. LENGTH MARKING PRICE PerDOZ. PRICE EA. 
sells it to them. It saves them money in 648W ? “a ra 717 — 
the end too! 672W b Regular 12.84 1.60 
696W 8" Reqular 17.98 2.25 
moother in action...more accurate in With Folding Hook : 
eee 672WH 6 Requler 14.00 1.75 
use...extra service...and longer rule With Folding Hook 
696WH 8 Reauler 19.20 2.40 
life. Yet the cost is no more than the next 672WF ; an er = 
best brands without the coil spring joints. 696WF . inside 17.98 2.25 
With 72WE Hook 
: 672WFH b lneide 14.00 1.75 
Strike-plates that prevent wear on mark- a ot cr 4 a... 
: 19.20 2.40 
ings —of course! S96WFH 8 Inside 
672WR 6’ Either Way 12.84 1.60 
610 6" Engineers 14.88 1.85 























ALL RULES PACKED '/, DOZ. PER BOX 


EAGLE RULE MFG. CORP....00.055.. 
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Spacemarter 
SALESMAKER 


Today's shoppers can't be fooled. They must be served 
right... and fast. Right fast. 

The Sfracemaster Salesmaker facilitates selection 
of merchandise because it shows merchandise in proper 
selling sequence. The Salesmaker makes customers look 


twice... and buy twice as much... serves them right. 


The Salesmaker has 42! square feet of shelf space 
occupies just 12!) square feet of floor space. Flexible 
adjustments of brackets and shelves makes seasonal 
changes in merchandise a snap. 

Unit as shown—complete with famous Shacemaster 
70 Frame, end brace bars, mounting screws, wooden 
base platform, and shelves with price ticket channels 


Frame finished in baked enamel to harmonize with 
P3970M-1 Salesmaker packed 
1 to a carton 
$112 23 
2 to a carton each 
Wood parts shipped F.O.B. Beatrice, Neb., 


natural finish of shelves and base platform. 
14" 
each 
P3970M-2 Salesmaker packed 
Metal parts shipped F.O.B. our factory, Chicago, Ill. 


REFLECTOR 
HARDWARE 


Main Office and Factory 
Western Ave., at 22nd Place, Chicago 8, III 


New York Office and Showroom 


DS CRED Dad i107, 225 W. 34th St., New York 1, N.Y 





New Orleans Scene Of 
Southern Convention 
(Continued from page 81) 
sure fair distribution of ac- 
commodations at the head- 
quarters hotel, the Roosevelt 
has been requested to allo- 
cate not more than one par- 
lor and two bedrooms to any 
one member company of 
either association with the 
understanding that any ad- 
ditional rooms desired will be 
provided at one of the other 


—— News of the Trade—————_——_ 


ers Association is Arthur L 
Faubel, with offices at 34v 
Madison Ave., New York 17. 
New York. 


Smith, Edsall Elected 
By Stowe Hardware Firm 
(Continued from page 80) 
general charge of purchas 
ing. Mr. Edsall, the new 
vice-president, is also genera 

sales manager. 
In the latter part of Janu 
ary, 1954, the firm is issuing 


hotels. a new General Catalog No 
Managing director of the 154 containing 1100 page 
Southern Wholesale Hard- and for distribution to deal 
ware Association is T. W. ers in Kansas, Missouri, Ok 
McAllister, with offices at lahoma, Colorado, Nebraska. 
814 Metcalf Bldg., Orlando, the Panhandle of Texas, Ar 
Fla. Secretary of the Ameri- kansas, Iowa and in the 
can Hardware Manufactur- Greater Kansas City area. 


Promoted By The Wayne Hardware Co., Inc. 





At the annual meeting of stockholders and directors of 
the Wayne Hardware Co., Inc., Fort Wayne, Ind., whole 
saler, the four men above, with the company many years, 
have been promoted. Charles O. Koons, upper left, has 
been named executive vice-president. Three new offices 
were created and Alton F. Woods, upper right; T. L 
Castator, lower left; and Henry T. Ueber, lower right, 
have been named vice-presidents. In addition to their 
duties as vice-presidents, the four men retain their for 
mer duties. Mr. Koons as director of sales, Mr. Woods as 
head of the Builders Hardware Div., Mr. Castator as head 
of the Sporting Goods Div. and Mr. Ueber as head of the 
Major Appliance Div. The firm also announced that Dean 
F. Cutshall has been re-elected chairman of the board 
and E. W. Parker has been re-elected president-treasurer 
and general manager. Harry J. Goeglein was elected 
secretary. 
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Kyanize Names vanVioten manager. As genera! sales 


General Sales manager ('™#nager he will be assisted 
by J. Edward Healey. 

J. vanVloten has been 
named general sales manager Whiting-Adams Co. Adds 
of ‘ ize -aints = 

Kyanize Paints, Inc., powlett to Sales Staff 


F. David Rowlett has been 
named by the Whiting-Adams 
Co., Inec., Boston, Mass., as 
sales representative for In- 
diana and Kentucky. 

Previous to his appoint- 
ment by Whiting-Adams, Mr. 
Rowlett was engaged in free 
lance sales promotion work. 
Prior to that he owned and 
operated a wood products 
manufacturing plant, and be 
fore that was president and 
general manager of the Tri- 
angle Wholesale Supply Co., 
Muncie, Ind. 








J. VANVLOTEN 


Everett, Mass., assuming 
complete responsibility for 
all functions of the com- 
pany’s sales department. 

Mr. vanVloten previously 
served as company salesman 
responsible for a _ territory; 
later he was given special 
selling assignments, and in 
1940 was brought into the 
home office as assistant to the 
sales manager. 

Following this, he was put 
in charge of all field sales 
work with the title of sales F. DAVID ROWLETT 





National Radiator Co. Buys Viking Firm 


oe, 





The Viking Air Conditioning Corp., Cleveland, Ohio, 
recently became the Viking Air Conditioning Div. of the 
National Radiator Co. of Johnstown, Pa., when the latter 
firm purchased the principal assets of the former. In a 
brief ceremony at the Viking plant, T. B. Focke, left, 
president of the National Radiator Co., is shown shaking 
hands with Marion |. Levy, former president of Viking 
who is now a vice-president of National Radiator and 
operating head of the Viking division 
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New Winter Profits! 





SWOW-THROW 


CLEANS WALKS, DRIVEWAYS 
IN MINUTES! 


NN ENDS SNOW-SHOVEL 
BACKACHE—FOR GOOD! 














IT’S A WINTER PROFIT WINNER FOR YOU! 


New Reo “Snow-Throw” clears snow from walks, 


drives, in minutes— whirls away wet, dry and 
crusted snow — even ice. It’s your new wintertime 
appliance for big ticket sales! Nationally adver 
tised in the Saturday Evening Post—another 
winner in the record-breaking line of Reo power 
equipment for the home. 

Build profits for yourself—stock and sell this 
new Reo Snow Throw! All-new, a complete ma 
chine— not an attachment— clears full 20” path, 
handles all sidewalk or driveway conditions over 
concrete, blacktop or gravel. Powerful 134 hp 

4-cycle Reo easy-starting engine with automatic 
rewind starter, 614 to 1 gear ratio for rugged pull 
ing power, heated automotive type downdraft car 
buretor, adjustable scraper blades, removable, 
directional chute, heavy-duty, semi-pneumatic 
snow-tread tires. 


Ask your Reo wholesaler for complete details 


REO MOTORS, INC. 


LAWN MOWER DIVISION 
Lansing 20, Michigan 








Roberts to Head Sales 
For Wooster Brush Co. 


Wilbur E. Roberts has 
been named general sales 
manager of the Wooster 





WILBUR E, ROBERTS 


Brush Co., Wooster, Ohio, to 
direct national sales of paint 
brushes and roller applica- 
tors. 

Mr. Roberts was formerly 
associated with Thompson 
Products, Inc., Cleveland, 
Ohio, as director of market- 
ing and business research; 
the Theodore Presser Co., 
Philadelphia, as vice-presi- 
dent, and Robert Heller & 
Associates, Cleveland, as 
management consultant. 

The Wooster firm also an- 
nounced that W. K. Day has 
been named sales promotion 
and advertising manager; 
John G. Zapf, assistant sales 


manager, and Miss Doris 
Williams, assistant sales 
manager. 


Jack Boyd has been ap- 
pointed a sales representa- 
tive for eastern Pennsylva- 
nia and New York. He was 
formerly with the Modene 
Paint Co. 


New Rockwood Plant 
In Full Production 


Production of builders’ 
hardware is in full swing at 
the new plant addition of the 
Rockwood Mfg. Co., opened 
recently in Rockwood, Pa. 

Adjacent to the present 
factory, the new plant has 
doubled manufacturing and 
office space. 


Ogilvie Hardware To 
Handle Arvin Products 


Arvin Industries, Inc., Co- 
lumbus, Ind., has granted a 
distribution franchise for 
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Louisiana to Ogilvie Hard- 
ware Co., Inc., Shreveport, 
La., wholesaler. 

The Ogilvie organization 


will distribute Arvin radios 
and television sets to dealers 
in Shreveport and other 
northern Louisiana locations. 


Hibbard Organizes “True Value’’ Program 


(Continued from page 81) 

In addition, the following 
seven promotions will be 
available: “Big Niner” sale 
for February; “Spring Gar- 
den & Lawn Book’; “Spring 
True Value Sale”; “Fun in 
the Sun,” a summer promo- 
tion; “Fall True Value Sale”; 
“Toy Parade” and “Gifts for 
Everyone” for Christmas 
selling events. 

Further dealer helps will 
include floor layouts, special 
display fixtures, and training 





in effective window displays 
under the direction of Hib- 
bard’s store engineers and re- 
tail counselors. 

At the outset, it is expected 
that the chain will consist of 
approximately 300 stores, 50 
of which are to be located in 
Chicago and suburbs. The 
stores will be individually 


owned, but will be given the 
benefit of Hibbard guidance 
in store budgeting and oper- 
ating and in planning sales 
promotions. 





Shown above is full page newspaper advertisement an- 


nouncing the True Value 


“Toy Parade,” 


a Christmas 


selling event which is one of seven promotions that will 
be available to dealers participating in the new True 
Value Associate Store Program of Hibbard, Spencer, Bart- 
lett & Co., Evanston, Ill., wholesaler. Across the lower 
one-third of the page is a reproduction of the red, blue 


and yellow True Value Hardware and 


ousewares sign 


that will identify each store with ads, such as this one, 
appearing in newspapers and other publications through- 
out the midwest. 


Nelson Heads Sales of 
Langley Corp. Division 
Howard M. Nelson has 
been named sales manager of 
the fishing tackle division of 





HOWARD M. NELSON 


the Langley Corp., San 
Diego, Calif. 

Mr. Nelson was previously 
associated with the Stratton 
& Terstegge Co., Louisville, 
Ky., wholesaler, as sales man- 
ager. He was with the firm 
for 27 years. Prior to that 
he was with the Belknap 
Hardware & Mfg. Co., Louis- 
ville. 

The Langley Corp. also an 
nounced that it is now com- 
pleting a new 45,000 sq. ft. 
factory. 


Westinghouse Lamp Div. 
Names Bates Area Head 


Wilfred C. Bates, Jr., has 
been appointed metropolitan 
district manager for the 
Lamp Div. of the Westing- 
house Electric Corp., Bloom- 
field, N. J. 

Mr. Bates joined Westing- 
house as a salesman with the 
Westinghouse Electric Sup- 
ply Co. in Newark, N. J., in 
1940. The following year he 
transferred to the  firm’s 
Lamp Div. and for the past 
five years served as a mem- 
ber of its sales organization 
In his new post, he wi!] main- 
tain headquarters at 40 Wal! 
St., New York City. 


Nesco Names Onderdonk 


F. Adriaen Onderdonk has 
been appointed to represent 
Nesco, Inc., Chicago, IIl., in 
the New England area. Mr. 
Onderdonk will handle the 
entire Nesco line and will 
make his headquarters in 
Concord, Mass. 
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Sust alhnob and 
Magnecatch 140... —~_ 


eae —ALL THAT'S NEEDED TO HOLD ANY INTERIOR DOOR 
—SAVES ITS COST ON INSTALLATION ALONE 





The super-power Magnecatch 140 is designed and powered to 
TT hold any interior door—from cabinets to full-sized doors. 





Just a knob and Magnecatch 140—that's all it takes—to have 
a lifetime, trouble-free installation. 





Order from your wholesaler, or WRITE FOR FREE SAMPLE: 
We will send a free sample of Magnecatch 140 to anyone in 


SON 








the trade who requests it on his business letterhead. 
‘p., San 
te ® 
reviously has Magn e £ h 
Stratton nl " e a e 
isville, 
ee \ IK THE LIFETIME CATCH WITH 
the firm ° 4 PATENTED SPRING-MOUNTED "FLOATING MAGNET” 
to that Sprig: SELF-ALIGNING ... FULL-FACE CONTACT... RATTLE-PROOF 


Belknaj MAGNECATCH CORPORATION 
.» Louis- i i U.S. Pat. 2,508,305 1028 Chamber of Commerce Bldg., Indianapolis 4, Indiana 


i l 
also an — oe 


a KINGFISHER Fishing Tackle 
TRUSPORT Athletic Goods 
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Representatives in attendance 
Tol Ward Wm. J. Maguire Ben Frank Benj. Hughes A. G. Gilfillan, Jr. W.B. Chandlee 
Greenfield, Ind. Columbus, Ohio Cleveland, Ohio Oshkosh, Wisc. Phila., Pa. Phila., Pa. 
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815-819 ARCH STREET (Est. 1811 PHILADELPHIA 5, PA. 
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Herta vackson Wheelbarrow tr every Purpose 


The profits really roll in fast, when you stock 
the Jackson line. Jackson is the best-known 
name in the wheelbarrow field . . . the easiest 
to sell. Customers ask for Jackson Home 
. prefer the skilled workmanship, 
the quality materials, exclusive shapes and 
features. Your customers know a good thing 
when they see it and they’ll buy . . . Jackson. 


barrows 











WwooD 
GARDEN BARROWS 


Made of one-piece bed, exterior 
waterproof plywood ... won't 
warp. Pneumatic or semi- 
pneumatic tires; also steel 
wheels. 














ROLLERS 


Various types . 


. . drums of 
high quality sheet steel; edges 
rounded to prevent cutting of 
sod. Adjustable scrapers of 
channel steel. 














Jackson 


MANUFACTURING COMPANY | 
HARRISBURG, PENNA.| 


Oldest and largest wheelbarrow maker in America 





—__._._—..___. Nenef te Tels —_—____— 


Millard Promoted By 
American Steel & Wire 


Maxwell D. Millard has 
been appointed to the newly 
created post of assistant gen- 


MAXWELL D. MILLARD 


eral manager of sales of the 
American Steel & Wire Div., 
United States Steel Corp., 
Cleveland, Ohio. 

Mr. Millard started with 
the American Steel & Wire 
Div. in 1934 and was Detroit 
district manager of sales 
prior to his recent appoint- 
ment. In his new position, 
he will assist John Graham, 
general manager of sales at 
division headquarters in 
Cleveland. 

At the same time it was 
announced that Edward A 
Murray has been named to 
succeed Mr. Millard as De- 
troit district manager of 
sales. This appointment 
marks Mr. Murray’s return 
to American Steel & Wire, 
which he previously served in 
various sales executive ca- 
pacities. For two years he 
has been vice-president-sales 
of the Appleton Electric C 
Chieago, III. 


| Shakespeare Co. Adds 


Three to Sales Staff 


Robert Distin, Don Jansen 
and Richard Arnholter have 
been added to the sales staff 
of the Shakespeare Co., Kala- 
mazoo, Mich. 

Mr. Distin, who has been 
with the firm since 1950, will 
travel the state of Wisconsin. 
Previously he worked in the 
home office sales department 
and has also traveled with 
Shakespeare’s territorial rep- 
resentatives at various times 
in an assistanceship capacity. 

Mr. Jansen, with the com- 
pany three years, will work 
with Mike Sperl, veteran 


salesman for Shakespeare, in 
Minnesota and will also cover 
the state of North Dakota. 
Before joining Shakespeare, 
he was associated for eight 
years with Northwest Dis- 
tributors, Inc., St. Paul, 
Minn., and Hannay’s Sport 
Shop, Minneapolis, Minn., en- 
gaged in wholesale and retail 
selling of sporting goods. 

Mr. Arnholter, who joined 
the company in 1951, spent 
two years training at the 
home office before given his 
recent assignment, the train- 
ing territory of northern 
Michigan and the Upper Pen- 
insula, 





ROBERT DISTIN 





DON JANSEN 





RICHARD ARNHOLTER 
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See Record Toy 
Sales for 1953 


(Continued from page 80) 


birth rate, improved quality 
of toys, better and more ef- 
fective promotional coopera- 
tion between retailers and 
manufacturers as major fac- 
tors in acceleration of toy 
volume. 

Of the business outlook for 
1954 Leon H. Keyserling, for- 
mer chairman of the Council 
of Economic Advisers to the 
President of the United 
States, was highly optimistic. 
Barring an all-out war, he 
said our economy can rise 
from an annual rate of $375 
billion for 1953 to $500 billion 
by 1960. Total private busi- 
ness investment of $57 billion 
can rise to nearly $85 billion 
by 1960, he declared. 

The association’s 5lst 
American Toy Fair will be 
held March 8-17, 1954, with 
permanent exhibits at 200 
Fifth Ave., 1107 Broadway 
and vicinity and temporary 
displays at the Hotels Mc- 
Alpin and New Yorker, all in 
New York City. 

Frederick W. Doepke, the 
Charles Wm. Doepke Mfg. 
Co., Ine., Rossmoyne, Ohio, 


—— News of the Trade “ 


was elected president suc- 
ceeding Robert B. M. Barton. 
Vice-presidents are Sam G. 
Goss, Halsam Products Co., 
Chicago, and Edward J. 
Gould, the Steel Stamping 
Co., Lorain, Ohio. Archie B. 
Marcus, Louis Marx & Co., 
Inc., New York City, is trea- 
surer and L. S. Wetzel, Ren- 
wal Mfg. Co., Inc., Mineola, 
N. Y., is assistant treasurer. 
Horatio D. Clark, 200 Fifth 


Ave., New York City, was re- | 


elected secretary of the asso- 
ciation. 

Newly elected directors 
are: Silas M. Ford, Sifo Co., 
St. Paul, Minn.; Lewis H. 
Glaser, Revell, Inc., Venice, 
Calif.; James M. Prentice, the 
Electric Game Co., Inc., Hol- 
yoke, Mass., and Abraham 
Swedlin, Gund Mfg. Co., New 
York City. 

Other directors are: 
Messrs. Goss, Gould, Marcus 
and Wetzel; Herman Kesler, 
American Metal Specialties 
Corp., Hatboro, Pa.; John W. 
Shira, Sr., the Oak Rubber 
Co., Ravenna, Ohio; O. W. 
Siebert, II, O. W. Siebert Co., 
Gardner, Mass., and Gilbert 
G. Southwick, Childhood In- 
terests, Inc., Roselle Park, 


N. J. 


Wins Schlegel Weatherstripping Contest 





Robert E. Drake, left, of Metuchen, N. J., receives a $100 


check from Ken Schlegel, sales manager of the Schlegel 


Mfg. Co., Rochester, N. Y 


the number of feet and inches needed 


for estimating within 5 in. 
to weatherstrip an 


average six-room house. The Adjusto-Seal weatherstrip- 
ping contest was held ac the Oct. 5-9 National Hardware 
Show in New York and approximately 800 entrants par- 
ticipated. Mr. Drake, hardware department manager cf 
Drake's Middlesex Hardware, with 216 ft 7 in. barely 
overshot the correct 216 ft 2 in. 
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Plymouth shows you how |‘; / 
to turn PLASTIC into Gold! = 


3 
Plymouth’s New 


PLASTIC 


“un SPRINKLER 


| Quality that tops them all! 
Prices that meet popular demand! 


Eye appeal that clinches sales! 







Each length is 
mounted on a 
colorful self- 
selling display 
card. 


PLYMOUTH 
LAWN SPRINKLER 


In beautiful, sparkling TRANSPARENT ereen. Flexible, 
featherweight, durable. Always lies flat. Special metal end 
cap for quick flushing. 


Suggested Retail 25 ft. $3.75 


WORTHMORE 

GREEN TOP 

LAWN SPRINKLER 
Green side up for sprinkling, red 
side up for soaking. Electronically 
sealed for longer wear. End clamp 
for easy flushing. 


Suggested Retail 25 ft. $2.98 


. . . and for the best in 
PLASTIC GARDEN HOSE 


ask your jobber for 


PLYMOUTH or WORTHMORE Featherweight in opaque 
or transparent Vinylite. 






cane ew oO 


Cc 
‘ Guaranteed by ® 





PLYMOUTH RUBBER COMPANY, 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 


INC. 
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There’s PROFIT in 





PLUMBING SPECIALTIES 


ey 
a 


Adjustable 
WATER MIXERS 


A complete line of chrome- 


BRASS 
CHROME 
PLATED 


 - * 
* 


FAUCET HANDLES 


Cross and lever replacement 
handles that actually fit oll 
H” and “C" 


plated inexpensive water mix 


ers to modernize old faucets stems—Indexed “ 





DRAIN PROTECTORS 
SINK STRAINERS 


A full line of sink—bothtub 
and laundry tray strainers— 
all individually carded 


Fits All w-_# 
BASIN & BATH STOPPERS 


Now just 2 sizes of Fit-All rub- 
ber stoppers will fit all 9 sizes 


in both basin and bathtubs 


SCeeeeeeeeeeeseeeeeseseseseeeseeeeesereseesesee 


Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


2701 N. BROAD STREET + PHILA. 32, PA. 








SCREW TIP 


Built for rugged handling. 
Cool wood handle. The 
**hang'' or balance that 
makes work easy. Low 
operating cost. 


© 


‘\fa On AN 


lestvie Soldering Drons 


é 


for every solder- 
ing job—radio work, tin- 
ware, gutters, aircraft, 
metal cornices, refrigera- 
tors, ventilating and air 
conditioning equipment, 
auto bodies, etc. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Electric Soldering Toole — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Sol« ler Pots, Glue Pots, Branding 
Irons, Heating Units and Heating Devices. 


_S{ 


A size 








BRILLIANT DISPLAY STAND 
See Your Jobber. 
















News of the Trade 


HARDWARE BRIE FS 


(Continued from page 80) 


126 W. Main, has been pur- 


| chased by J. H. Arnold, who 


operates the Arnold Hard- 
ware & Plumbing, next door. 


Junetion City, Kan.— 
Waters Hardware recently 
held a grand opening after 
the store had been remodeled 
and redecorated. One corner 
of the store is now devoted 
to power saws, a Do-It-Your- 
elf corner. 


Warren, Ark.—The newly- 
remodeled Hurley Hardware 
& Furniture Co. store held 
a two-day grand opening 
celebration which featured 
the presentation of gifts to 
tore visitors. 

Clearwater, Fla. — The 
Suburban Hardware & Paint 
Store, operated by W. W. 
Lambdin, has been opened at 


1803 Gulf-to-Bay Blvd. 
Stoughton, Wis. — The 
Swendsen - Dahle Hardware 


store has been sold by Her- 
bert Swendsen and William 
Dahle to Herbert Phillips and 
Andrew Sime. The change 
of ownership becomes effec- 


tive Jan. 1, 1954. 
Leland, Miss. — The 


Thomas-Black Hardware Co. 
recently held a three-day for- 
mal opening which featured 
a carnation to each guest and 
prizes. 


Naugatuck, Conn. — Gal- 
lagher’s Hardware Store, 178 
Maple St., has been sold by 
Manuel and Doris Pereira to 
Michael and Theresa D’Av- 
erso. 


Grand Island, Neb.—Gol- 
laher’s Hardware & Furni- 
ture store has been sold to 
a new corporation headed by 
W. H. Wiig. 


Ky.—The Nor- 


Covington, 


| wood Paint & Hardware Co, 


| ing of 


recently celebrated the open- 
its newly-remodeled 
store. Barry S. Stuhlbarg, 
present owner, represents the 
third generation in the firm 


which was started in 1905. 
Escondido, Calif. 
Jack Eddy Hardware, 
Grand Ave., recently 
two-day grand opening. 
store was redecorated 

enlarged. 


The 
126 W. 
held a 
The 
and 


Fedora, S. D.— The New 
Robert Fox Hardware store 
held its grand opening which 


was attended by more than 
300 visitors. 
Martinsburg, Pa. The 


Teeter’s Hardware & Imple- 
ment Store recently damaged 
by fire is now in the process 
of repair and remodeling. 
Colorado Springs, Colo. — 
Bearman’s Variety & Hard- 
ware Store, 1420 S. Nevada 
Ave., held its grand opening. 
Owned by Mr. and Mrs. 
Jerome Bearman, the store 
is self-service and has a park- 
ing lot at the north side of 
the building. 
Ill.—The Ace 
Hardware store, 107 E. Sta- 
tion St., recently held its 
grand opening with a two-day 
celebration and sale. Former- 
ly Miller Bros. Hardware, the 
store has been purchased by 
Art Grindle who had it com- 
pletely remodeled and _ re- 
named Ace Hardware. 
Mansfield, Le. —Mrs. J. T. 
Thigpen and Mrs. J. L. Me- 
Klroy have purchased the S. 
G. Sample Co. on Polk St. 
The new owners have changed 
the name of the firm to the 
Mansfield Hardware Co. 


Barrington, 


Spartanburg, S. — The 
Dobson-Lister Hardware Co. 
has opened its new store at 
181 W. Main St. The store is 
owned by W. R. Dobson and 
Hulon Lister who have an- 
other store in Greer. 

Albany, Ga.—The Bradford 
Hardware Co. recently opened 
a store at 936 W. Broad Ave., 
in a shopping area on the 
main Atlanta highway. 

Dunn Center, N. D.—Mike 
Olson has sold his hardware 
store to Al Huber, of Minot, 
after operating the business 
for the past 28 years. 
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HERE... AT LAST !! 


The new way to sell MORE 


SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


HANDI SCREWPACK 





ne 


Made to 


oe Steal mel 
. = | ! 
retail at Cc ; 


A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 


HANDI SCREWPACK is a beautiful, solid, sparkling 
clear PLASTIC BOX containing an assortment of full 
$ dozen (almost 100) BRIGHT ZINC PLATED 
WOOD SCREWS and good sturdy 6” UTILITY 
SCREW DRIVER. 


ORDER NOW 
HANDI PRODUCTS CORP., soi trrantiin ave, notiey, Ne, 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 


quality produced by 






Griffin 
4 
J 


0 
Bi Sverg DOOR NEEDS THREE! 


RIFFIN- 


anufacturing (hmpany 





—_ 


ERIE + PENNSYLVANIA 
“a 


HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS” E.H. FARRAR 


4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 

Kansos City, Missouri Atlanta, Georgia Dallas 5, Texas 
WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 

1639 W. Fargo Avenue 2611 Garrison Blvd 1355 Market Street 
Chicago 26, Iilinois Baltimore 16, Maryland San Francisco 3, Calif. 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 


17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 


1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


4524 East 60th Street 
Seattle, Washington 

L. G. FULLER, 
644 Wellington Rood =& 
Jackson 6, Mississippi <= 

















SCREEN DOORS GO ON 
AND OFF WITH A TWIST 


OF 
THE 


WRIST 


B UE RIDGE SCREEN DOOR KEY- 
HINGES make putting up 
screen doors a one-man job! A 
twist of the key locks door in 
place or takes it off. Two spring 








positions... closed or open. $7.20 
per doz. pairs. Retail at $1.25 
per pair. Packed 4 doz. per box. 
Shipping weight 52 Ibs. 


Write your distributor or 
Blue Ridge Metalcrafts Corp., 


Lehighton, Pennsylvania. 


i BLUE RIDGE 
SCREEN DOOR KEY-HINGE 











—— SHARON'S new, effective, 


fine quality fastener! 











SILL CINCH 
FOUNDATION 
BOLTS 


* Made of finest quality steel 
* Available in sizes Y2x12 and ‘/sx14 


Meets FHA specifications 


25 in package, together with 
Sharon's exclusive clinch 
washers with prongs— 


keeps sills rigid 








BY THE MAKERS OF SHARON REFILLABLE ASSORTMENTS 


Boston, Mass. »*” 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 





Hoffman to Represent 
Boice-Crane in Midwest 


Edward Hoffman, St. Paul, 
Minn., has been named to 
represent the Boice-Crane 





EDWARD HOFFMAN 


Co., Toledo, Ohio, in Minne- 
Dakota and 
South Dakota. 

Mr. Hoffman succeeds Ab- 


| ner Griffith, Boice-Crane rep- 


resentative in Minnesota for 
the past 16 years, who has 
retired. Mr. Hoffman has 
been representing other man- 
ufacturers in the territory he 
covers for the past several 
years. 





Cohn Firm to Handle 
Penens’ Fleet Line 

M. L. Bud Cohn, 1323 Ven- 
ice Blvd., Los Angeles, Calif., 
has been appointed to handle 
the Fleet quality tools of the 
Penens Corp., Schiller Park, 


| Tl. 


The Cohn organization, 
with branches located in 11 
western states and the Terri- 
tory of Hawaii, recently held 
a special sales meeting at 
which time the new line was 


| introduced to its salesmen. 





Jet Drill Co. Appoints 
Seven Representatives 


The Jet Drill Co., Dana 
Point, Calif., has appointed 
seven representatives to han- 
dle its new triple spiral ma- 
sonry and concrete drills. 

The George A. Allen Co., 
Chicago, IIl., will cover IIli- 
nois, Indiana, Ohio and Ken- 


| tucky. The F. G. Coleman 


Co., Minneapolis, Minn., will 
travel North and South Da- 
kota, Minnesota, Wisconsin 
and the Upper Peninsula of 
Michigan. 

The George Coles Co., 
Manchester, Iowa, will cover 
Texas, Oklahoma, Louisiana 
and Memphis, Tenn. Burn- 
ham Hockaday, Kansas City, 
Mo., will represent Jet in Ne- 
braska, Iowa, Kansas and 
Missouri. H. D. Wizxson, Ve- 
troit, Mich., will cover Michi- 
gan with the exception of the 
Northern Peninsula. 

W. R. Voorhees & Co., San 
Francisco, Calif., will travel 
the 11 western states. Frank 
Donovan, Chicago, will han- 
dle eastern orders for Jet. 





Tudor Chemical Names 
Two Representatives 

Tudor Chemical Special- 
ties, Inc., Yonkers, N. Y., has 
appointed two new represen- 
tatives to cover states in the 
East and Southwest. 

B. W. Himelberger, of the 
B. W. Himelberger Co., 301 
Canterbury Rd., Havertown, 
Pa., has been named to covet 
eastern Pennsylvania and 
southern New Jersey. 

Charles P. Jarret, 3312 
Caruth Blvd., Dallas, Tex., 
has been appointed to cover 
the states of Texas and Ok- 
lahoma. 





Name Kulman Brokerage 
To Handle Master Rule 


The Kulman Brokerage 
Co., Atlanta, Ga., has been 
named by the Master Rule 
Mfg. Co., Middletown, N. Y.., 
to handle its line of steel tape 
and folding rules. 

The Kulman firm will cover 
North Carolina, South Caro- 
lina, Georgia, Alabama, Ten- 
nessee, Mississippi and 
Florida. 


Archibald Sales Named 


The Archibald Sales Co., 
Lockport, N. Y., has been 
named by the Union Wad- 
ding Co., Pawtucket, R. I., as 
its representative through- 
out the United States and 
Canada. 
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Make it the Biggest Bonus ever— 
Give it in U.S. Savings Bonds 


If your company is one of the more than 45,000 companies 
that have the Payroll Savings Plan you know what your 
employees think of Savings Bonds—they spell it out for 
you every month in their Savings Bond allotments. 

If you don't have the Payroll Savings Plan. and are won- 
dering whether your people would like to receive their 
bonus in Bonds. here are a few significant facts: 

—every month, before they get their pay checks or 
envelopes —8,000,000 men and women enrolled in 
the Payroll Savings Plan invest $160,000.000 in 
U. S. Savings Bonds. 

—the ranks of Payroll Savers are growing: On June 
30th sales of $25 and $50 Savings Bonds, the sizes 
purchased chiefly by Payroll Savers, were 6% and 
9% higher than in the corresponding period of 
1952. 


—Payroll Savers hold their Bonds: 75% of the 
$7.400.000.000 Series E Bonds which had matured 
up to June 30. 1953, were being retained by their 
owners beyond maturity under the automatic ex- 
tension program. 


—on June 30. 1953. the cash value of Series EK and H 
Bonds—the kind sold only to individuals —totaled 
$36.048.000.000. a new high. 


It costs no more to give your Christmas Bonus in Savines 
Bonds. To the Payroll Saver. and to the man who buys his 
Bonds at a bank (because his company does not provide 
the Payroll Savings Plan) a One Hundred Dollar Savings 
Bond looks bigger and better than a check for $75. Make 
this a merrier Christmas for every employee. Give the gift 
that keeps on giving. 


the United States Government does not pay for this advertising. The Treasury Department 


thanks, jor their patriotic donation, the Advertising Council and 
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Snider Heads Area Sales 
Of Western-Winchester 
William L. Snider has been 


appointed district manager 
for the sale of Western-Win- 





WILLIAM L. SNIDER 


chester products in the Illi- 
nois- Kentucky-eastern Mis- 
souri area, it was announced 
by George M. Davis, acting 
regional manager of the 
Arms & Ammunition Div. of 
Olin Industries, Inec., East 
Alton, Ill. 

Mr. Snider has been in the 
Government Sales Dept. of 
the Arms & Ammunition Div. 
for the past two years. Prior 
to that he was assistant to 
the manager of the Trap & 
Skeet Promotion Dept. 


Thor Names McDonald 
Branch Office Manager 


John L. McDonald, former 
Boston district industrial tool 
service engineer, has been 
named manager of the newly 
opened Newark, N. J., branch 
office of the Thor Power Tool 
Co., Aurora, III. 





Stanley Names Edwards 
Merchandising Director 


Richard G. Edwards has 
been appointed to the newly 
created position of director 
of merchandising of the 
Stanley Works, New Britain, 
Conn. 

Mr. Edwards joined Stan- 
ley in 1947 and has served as 
sales promotion manager of 
the hardware division and 
manager of the magic door 
division. As director of mer- 
chandising, he will be con- 
cerned with the merchandis- 
ing and promotional activi- 
ties of all divisions of the 
company. 
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Mr. Edwards 
career with the Chase Brass 
became 


began his 


& Copper Co. and 
sales promotion manager for 
the New York metropolitan 
area. Before joining Stanley 
he was affiliated with Patter- 
son Bros. Hardware Co. as 
sales manager and the Amer- 
ican Hardware Corp. 


DeWalt Names Geraghty 
District Sales Manager 


Thomas M. Geraghty has 


been named district manager 
Inc., 


by DeWalt, Lancaster, 





THOMAS M. GERAGHTY 


Pa., for a territory comprised 
of the state of West Vir- 


ginia, 13 counties in eastern 


_News of the Trade 


Kentucky, and that portion 
of Pennsylvania to the west 
of Lewistown. 

In his new position with 
DeWalt, which is a_ subsid- 
iary of the American Ma- 
chine & Foundry Co., Mr. 
Geraghty will make his resi- 
dence in Pittsburgh, Pa. Pre- 
vious to his association with 
DeWalt, he was affiliated 
with Wilson & Co. as a sales 
representative, and owned his 
own bus transportation com- 
pany. 


Stroud to Represent 
Sall Mountain Co. 


Robert M. Stroud has been 
appointed to represent the 
Sall Mountain Co., Hamilton, 
Ohio, in Michigan and north- 
ern Ohio. 

Previous to his recent ap- 
pointment, Mr. Stroud was 
associated with the Fire As- 
sociation of Philadelphia for 
seven years. 


Shuford Mills Moves 
Offices and Laboratory 


Shuford Mills, Inc., Hick- 
ory, N. C., has moved its 
executive offices and labora- 
tory to remodeled building 
on Highland Ave., in Hick- 
ory, adjacent to the East 
Hickory mill group. 





150 Years of Hardware Retailin 





The three men above represent a total of 150 years of 
service in one retail hardware firm, Hellman Hardware, 


6901 


La Tijera Blvd., Los Angeles, Calif., which was 


founded in 1880. William P. Schlosser, center, is 93 and 


may hold the national record for length of service with 


one retail hardware concern. 


Still active in the store 


three days a week, Mr. Schlosser is now in his 7|st year 
with Hellman, having joined the company in 1882. Alton 
J. Mockler, left, hardware purchasing agent for the firm 


is in his 49th year with the store. 


Owner Maurice J. 


Hellman, right, who succeeded his father, the late James 
W. Hellman, as head of the firm, has been active in the 


1923. 


business since 


The firm also operates a Culver 


City branch store. 


Marshall Promoted By 
Arvin Industries, Inc. 


John C. Marshall has been 
elected a vice-president and 
appointed director of sales 





JOHN C. MARSHALL 


for the radio-television sales 
division of Arvin Industries, 
Inc., Columbus, Ind. 

Having joined Arvin in 
1928, Mr. Marshall for the 
past several years has been 
director of sales for the firm’s 
special products division. He 
has served on the Arvin board 
of directors since 1947. 

Mr. Marshall has _  an- 
nounced that Paul W. Tan- 
ner will continue as general 
sales manager of the radio 
and television division and 
that Herbert A Holmes has 
been promoted to the position 
of sales manager of the spe- 
cial products division. Mr. 
Holmes will be assisted by 
Charles E. Schwaninger, who 
has been named assistant 
sales manager of the division. 





Landers, Frary & Clark 
Names Davidson Co. 


The David Davidson Co., 
Davenport, Iowa, has been ap- 
pointed a distributor of Uni- 
versal home cleaning equip- 
ment by Landers, Frary & 
Clark, New Britain, Conn. 

The distributing firm will 
cover the Davenport terri- 
tory for Landers, Frary & 
Clark. 


Named Service Stations 


The Electric Sweeper Ser- 
vice Co., Cleveland, Ohio, 
and the A. B. Beckman Co., 
Dallas, Tex., have been ap- 
pointed authorized factory 
service stations for Portable 
Electric Tools, Inc., Chicago, 
Tl. 
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—_—- —_— News of the Trade 











ae ee Mr. Knebusch, who had 
O B I T U A R I E S been associated with Myers 
since January, had _previ- 


ee —_._-—s«ov.ussly been director of manu- 











facturing for the Harris-Sey- 
bold Co., Cleveland, Ohio. 


with the Hubbard firm since ,, . 
Prior to that, he had been 


June 1, 1945, as secretary- 
treasurer, a stockholder and 
a member of the board of di- for the Industrial Rayon 


W. L. Lang 


W. L. Lang, 49, secretary- 
treasurer of the S. B. Hub- 
bard Co., Jacksonville, Fla., 
wholesaler, died Nov. 25. 

Mr. Lang was associated 


plant and industrial engineer 


Prior to joining Hubbard, years. He began his career 
he was associated with the 
Devoe & Reynolds Co. as 
eastern credit manager and 
later as metropolitan sales 
manager. 

Surviving are his widow, 
mother, son and daughter. 


Walter F. Knebusch 
Walter F. Knebusch, vice- 
president in charge of manu- 
facturing of the F. E. Myers 
& Bro. Co., Ashland, Ohio, 
died Nov. 26, following a 
two-week illness with a heart 





W. L. LANG ailment. WALTER F. KNEBUSCH 
Hardware Square Club The occasion featured a burgh, Pa. The new plant 
Holds Meeting, Dinner prize for every member. manufactures water pails, 


garbage cans, wash tubs and 
other galvanized steel con- 
tainers. 


The Hardware Square 
Club of New York, Inc., held 
its annual Thanksgiving Jones & Laughlin Opens er ee 
naggenn Bese a a id Plant in Atlanta, Ga. steel building is located at 
Club Rooms, Miller’s Restau- A new galvanized ware 1280 Chattahoochee Ave., 
rant, New York City. The plant has been opened in At- N. W., in Atlanta. The plant 
affair was attended by 120 lanta, Ga., by the Jones & has 100,000 sq. ft. of floor 
members. Laughlin Steel Corp., Pitts- space. 


Officers of Montana Hardware & Implement Association 





Newly elected officers of the Montana Hardware & Implement Association which met 
for its annual convention, Nov. 12-14, at Billings, Mont., are, left to right: Selmer 
Sanvik, Sanvik Bros., Rudyard, president; C. E. Stephenson, Owenhouse Hardware Co., 
Boseman, vice-president; the following directors, C. M. Wall, Power-Townsend Co., 
Helena; J. A. Cheetham, T. J. Cheetham & Sons, Dutton; Lee G. Johnson, Johnson Farm 
Equipment Co., Great Falls; E. P. Railey, Montana Lumber & Hardware Co., Lewiston; 
R. L. Robbins, R. L. Robbins Co., Glendive; and Norman O. Blevins, Helena, secretary- 
treasurer. Other directors, not in photograph, are: Gerald Manion, Manion Motors, 
Kalispell, and Frank Merson, Hanson-Merson Motors, Glasgow. 
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rectors. Corp., Cleveland, for eight 


in 1928 as a sales engineer 
for the Dravo Corp., also in 
Cleveland. 

Survivors include his 
widow, four sons and two 
daughters. 


Cc. R. Church 

C. R. Church, southern 
sales manager of the Federal 
Enameling & Stamping Co., 
Pittsburgh, Pa., died Nov. 25 

Mr. Church, a resident of 
Salisbury, N. C., had been 
associated with Federa] for 
more than 50 years. 


Myron T. Kinney 

Myron T. Kinney, sales- 
man for Mathews & Boucher, 
Inc., Rochester, N. Y., whole- 
saler, died Nov. 17. 

Surviving are his widow, 
four daughters and five 
grandchildren. 


Elect Orr Head of NEMA 
Housewares Section 


G. W. Orr, sales manager 
of the Electric Housewares 
Div. of the John Oster Mfg. 
Co., has been elected chair- 
man of the Electric House- 
wares Section of the Na- 
tional Electrical Manufactur- 
ers Association. 

Mr. Orr, chairman of the 
sales promotion committee 
and previously vice-chairman 
of the Section, succeeds Stan- 


_ley G. Fisher, sales manager 


of the Electric Housewares 
Div. of Landers, Frary & 
Clark. 

W. H. Dennler, general 
manager of the Electric 
Housewarés Dept. of the 
General Electric Co., was 
elected vice-chairman of the 
Section. 


Seller Bros. & Co. Adds 
Schneider as Salesman 


Herman Schneider has 
joined Seller Bros. & Co., 
San Francisco, Calif., whole- 
saler, as a salesman. In his 
new capacity, he will cover 
Lake and Mendocino coun- 
ties, San Francisco. 

Mr. Schneider was for- 
merly associated with the 
M. Seller Co. in San Fran- 
cisco, having covered the two 
counties for almost 30 years. 
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(Continued from page 14) 


this year will shatter all previ- 
ous records—despite a slackening 
since mid-year. 

The FRB forecast the 1953 gross 
national product — the market 
value of all goods and services 
produced — will soar to a record 
$368 billion—5 pct higher than 
last year. 

Federal spending, the board 
notes, was at an annual rate of 
$58.4 billion in the third quarter, 
compared to $54.6 billion a year 
ago. This is spending for all pur- 
poses, 


Purchasing Agents 
Appraise Conditions 

Industry’s pulse is slower, but 
it is still strong, reports the Na- 
tional Association of Purchasing 
Agents. 

Industry, say the agents, is mak- 
ing some important adjustments, 
with manufacturers agreeing to 
extend any price cuts to unshipped 
portions of price-fixed contracts. 

Other trends noted by N.A.P.A. 
include: 

Buying policy: commitment 
range is chiefly 60 days and under. 

Inventories: stocks of unworked 
material again show a decline. 

Employment: companies report- 
ing lay-offs and shorter wcrk week 
outnumber by four to one those 
that are boosting employment. 


Color Tubes Available 
In Limited Quantities 


General Electric Co. announced 
it will make color television pic- 
ture tubes available to set makers 
in “limited quantities” in the first 
three months of next year. 

The tubes will be the 15 in. 
round, all-glass type, producing a 
12-in. picture, the company says. 
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Central Cooling Demand 
To Be Up 140% in '54 


Central system air-conditioners 
that cool an entire house will be 
installed in more than 120,000 
American homes in 1954, an in- 
crease of 140 pct over 1953, re- 
ports General Electric Co. 

Central cooling, says the com- 
pany, is rapidly shaping up as the 
biggest single market in the en- 
tire air-conditioning field. 





Sales Drop During 
Newspaper Strike 

The power of advertising in 
newspapers was demonstrated in 
New York’s recent 11-day news- 
paper strike. During a period 
when retail sales were expected 
to jump 10 pct above the like 
1952 period they fell 5 pet, re- 
ports the Federal Reserve Board. 

Store executives said lack of 
advertising hit mail and phone 
orders especially hard. De- 
creases in this activity ranged 
from 20 to 50 pet. 











Freight Car Loadings 
Decline in November 


Freight car loadings, a business 
barometer reflecting the economic 
health of everything from diaper 
pins to hot water heaters, again 
fell below the year-ago levels in 
the week ended Nov. 21, railroads 
report. 

Reduction in freight movements 
generally was attributed to cut- 
backs in many lines, such as steel 
products, farm implements, autos, 
appliances and television sets, 
plus the tapered-down defense 


program. ” 
¥ 


Hardware Stores Sell 
Most Aerosol Paint 


Hardware stores were named by 
52.2 pet of the 2,599 housewives in- 
terviewed by the Du Pont Co., 
Wilmington, Del., when asked 
where they shopped for aerosol 
paints. This and many other facts 
were revealed recently in the com- 
pany’s sixth consumer market sur- 
vey on aerosol products. 

While only 57 pct of those polled 
in the firm’s last consumer survey 
in July 1951 said they had used an 
aerosol product, the total this year 
was 86.9 pct. 

Among the products mentioned 
in the survey, insecticides were by 
far the most popular. Room de- 
odorant, aerosol Christmas snow, 
shave cream, personal deodorants, 
paints, and hair lacquer followed in 
that order. 


GI Housing Loan Situation Indicates Easing 
Of Money Available for Housing Mortgages 


There is good news in the mak- 
ing for potential home buyers and, 
of course, for those who contem- 
plate good sales to such a person. 

T. B. King, acting assistant dep- 
uty administrator for loan guaranty 
at the Veterans Administration, 
says, “After several lean years, I 
think veterans seeking to buy 
homes are going to find G.I. loans 
easier to obtain.” 

Mr. King made his statement in 
confirmation of reports that mort- 
gage money was plentiful at all 
institutions. 

Mr. King’s statement is con- 


curred in by Federal Housing 
Commissioner Guy Hollyday, who 
says, “Wideawake investors now 
realize the turn in the mortgage 
market took place a number of 
weeks ago and investors now are 
seeking mortgages.” 

The National Association of 
Home Builders, which has in the 
past criticized a shortage of mort- 
gage funds, says the “extremely 
serious mortgage drought of this 
spring and summer at last shows 
signs of breaking . . . though the 
industry is not out of the woods 
yet.” 
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MR. DEALER... 
To make your selling 
easier Chicago Pulleys now come 
to you in these attractive red, white and blue 

display packages. All sizes are clearly marked 
and each package has the patented inter- 
locking feature to keep your stock 
always looking neat and trim. 


GALVANIZED WIRE STRAND . . . Guy wire for 
television antennae, clotheslines, tie and binding 
wire, signal wire, emergency repairs, temporary en- 
closures—4 and 6 strand for electrical fences. 50’ 
connected coils and on spools. 


GE WRIGHT inceco 


WORCESTER * MASS. 














ASK YOUR JOBBER 
about Stack-Pack's . 
*'THEY CAN'T FALL OVER" “** 































sineesiitia 
LyMECHANICS' TOOLS and | |) 32) MORE THAN 
ge be geist ; } « * j sare sieens = aniraer 
"HARDWARE SPECIALTIES ~ 5000 DEALERS 
ARE DOING A PROFITABLE 
IMPROVED DOG COLLAR BUSINESS 
TAPERED 
sah BRICK : | FLEX-COLLARS 
ee enmee es | and FLEX-LEASHES. 
| 
| TROWELS | 50% Profit on Selling Price 
ie ORDER NOW ... Your initial investment for 12 FLEX- 
wy No. 182 COLLARS and 9 FLEX-LEASHES to- 
Y Sizes from gether with this rack and selection 
No. 177 IMMEDIATE 3" to 6" chart for over 100 breeds, costs you 
Sizes from INTRO- only $17.13. These items are high 
8" to 11" DELIVERIES O OFFER profit makers. Just tear out this adver- 
. , - es . tisement and put it in your Want Book. 
Both type Trowels forged in one piece from high Bayon d | ah wente felines tee Oth ectatns 
carbon tool steel. Carefully ground and pol- 2 &s self-service FLEX-LINE display. 
ished. Trowels dipped in a solution of wax to ‘ (2) 0-13 
t y . ‘ i (2) 0-15 All introductory offers returnable 
prevent rusting, and inserted into envelopes to | - 8.97 in 99 Gaye ff net tally entiefied. 
prevent scratching. Brick trowels packed one- , iii cdiaieitos Larger self-service FLEX 
half dozen in box. Pointers packed one dozen : LINE display assortments 























OL and replacemeat stocks 
: available at your jobbers. 


in box. SEND FOR CATALOG. 
GUARANTEED @ SINCE 1830 


























p'| HUNGERFORD PLASTICS CORP. 


| 
ROCKAWAY, NEW JERSEY 





WILLIAM JOHNSON INC. | 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 
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SY THE MAwERs og 


Tean. 


paint stick 
Removes rust 
Prevents rust 


Packed 1 dox. 
in display case 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 









THE LAST WORD IN 
WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 











i STOVEPIPE WIRE 
; COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE | 








SOLD THROUGH 
JOBBERS ONLY 





NCHOR 


WIRE CORPORATION 


! 3-16 JAMAICA | 
JAMAICA’ Y 1OnNG ISLAND NEW YORK 
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Department Store Sales Dropped Sharply 
In Last Week of November; Total Off 4% 


Department store sales for the 
United States in the week ended 
Nov. 28 were 4 pct below the same 
1952 period, the first decline reg- 
istered in November. 

Some huge declines were re- 
ported. Sales in Albuqueraue were 
41 pct below the like 1952 period. 
Birmingham sales fell 14 pct, San 
Diego sales dropped 17 pct, El 
Paso had an 18 pct drop, Okla- 
homa City reported a 14 pct de- 
cline, New Orleans off 11 pet, 
downtown Washington off 10 pct, 
Birmingham off 14 pct. 

A complete table follows, in 
percentage changes from a year 
ago: 


Week Ending 

Area and City Nov. 14 Nov. 28 
United States + 2 — 4 
Boston District + 4 —3 
Lowell-Lawrence +4 — 8 
Downtown Bostont + 4 —5 
Springfieldt + 9 — | 
Providencet —2 —3 
New York District + 4 —5 
Buffalo +14 + 2 
Rochester +12 +4 
Syracuse +6 — | 
New York+ + 2 —7 
Newark? + 7 om 4 
Philadelphia District +13 —6 
Philadelphiat +12 —6 
Cleveland District + 2 —7 
Akron 0 —7 
Cincinnati +7 —! 
Cleveland + 2 —7 
Columbus + 5 —2 
Toledo —2 — 3 
Erie + 6 — | 
Pittsburght + | f 
Richmond District + 5 —7 
Washington + 6 — 8 
Downtown Washington + 5 —10 
Baltimore + 8 —6 
Richmond +2 —2 
Atlanta District + 3 — | 
Birmingham —9 oi 
Jacksonville + 4 — | 
Miami + 4 + | 
Atlanta + 3 + 2 
Augusta —13 —ll 
New Orleans +9 } 
Nashville — | + 
Chicago District + 3 0 
Chicago +4 + 2 
Indianapolis + 3 + 3 
Detroit +2 —4 
Milwaukee + 3 + 2 
St. Louis District —2 —/| 
Little Rock —!| + 2 
Louisville + 2 + 2 
St. Louis —2 —2 
Memphis —8 +4 
Minneapolis District +4 +4 
Minneapolis-St. Paul ; 4 + 
Duluth-Superiort 0 + | 
Kansas City District — 5 —4 
Denver — 8 —4 
Topeka —5 + 5 
Wichita + 4 —4 
St. Joseph —I! +6 


Albuquerque —I5 —4| 
Oklahoma City —'4 —I4 
Tulsa = 7 SS 
Kansas City? —5 —4 

Dallas District —2 —5 
Dallas =_ 3 +5 
El Paso —2 —'8 
Fort Worth —5 —j3 
Houston 0 my 
San Antonio «=m @ == 9 

San Francisco District —7 —9 
Los Angeles —3 — 8 
Downtown Los Angeles 6 —4 
Westside Los Angeles + | — 8 
San Diego —9 —7 
San Francisco-Oakiand —8 —5 
San Francisco City —9 —5 
Oakland. City —5 —4 

Portland —13 —13 

Salt Lake City —!7 —12 

Seattle —8 wt 

Spokane —15 —9 

Tacoma — | —6 


t Corporate city limits. All others metropolitan 
areas. t Data not available 


Predicts Living Costs 
Will Remain Stable 


Labor Statistics Commissioner 
Ewan Clague says living costs 
will remain generally stable over 
the next few months. Mr. Clague 
is the government’s chief price 
analyst. 

While not predicting what might 
happen to the consumer price in- 
dex in the next six months or 
more, he says that for the shorter 
term continuing increases for 
rents and services will be largely 
offset by reductions for commodi- 
ties at retail. 

Here’s how Mr. Clague sees the 
near future for some important 
economic segments: 

Housing: a rise of 0.3 pet in 
housing costs, mainly because of 
expected rent boosts. 

Food: a drop of 2.1 pct for 
meats, poultry and fish will offset 
advances in other foods. 

Clothing: a rise of 0.2 pct. 

Medical care: costs to go up 0.2 


pet. 


Pioneer Rubber Raises 
Price of Gloves 

Effective Dec. 1, the retail net 
price of Pioneer Rubber Co.’s 
Bluettes household gloves has been 
increased from $1.39 to $1.49. 
Trade margins have been increased 
accordingly. 
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Toy Sales Will Set 
New Record in ‘54 

Toy sales for the first six 
months of next year will top 
1953’s record and run ahead of 
other types of merchandise, 
says Richard C. Bond, president 
of the John Wanamaker store in 
Philadelphia. 

The increased birth rate, im- 
proved quality and the purpose- 
fulness of toys will cause the 
gain, he says. 

Turning to retailing in gen- 
eral, Mr. Bond says the main 
retail problem in 1954 will be 
the finding of ways to hold 
gross profit and expenses in 
line with the same sales as last 
year, so that the net is not ad- 
versely affected. 














Snow Mover Is Called 
Newest Home Appliance 


Reo Motors, Inc., started a con- 
sumer advertising program earlier 
this month on its self-propelled 
“Snow Throw.” 

The rotary snow plow is termed 
“the latest home appliance to cap- 
ture America’s fancy,” by Sam 
Briggs, vice-president of Reo’s 
lawn mower division. 

The rotary snow plow is part of 
the do-it-yourself trend, he points 
out. 

“People either are unable to find 
neighborhood handymen or _ boys 
willing to cut grass or shovel snow, 
or else their prices are so high that 
the homeowner refuses to pay,” Mr. 
Briggs stated. 

“The alternative is to do it him- 
self. And, if that’s the case, he 
wants a machine that will take as 
much of the work out of the chore 
as possible.” 

The geographical market for 
snow removers is limited to a rela- 
tively small part of the country, Mr. 
Briggs noted, but the snow mover 
within this market area he pre- 
dicted has a broader appeal than 
the power lawn mower. 

The “Snow Throw,” he said, is 
fair-traded at $169.50, and was 
tested last winter, under different 
types of snow conditions in upper 
New York state, northern Michigan 
and in Idaho. 
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The power vise stand 


adds profit to 
“Pipe Cut-to-Sketch”’ business 


@ It threads 2” pipe 5% minutes faster than 
by hand. 

e@ It threads sizes down to 4” with propor- 
tionate time savings. 

@ It can pay for itself in less than 2 months. 


@ Its wrenchless chuck eliminates need 


for a wrench or chuck bar. 


e@ Its rugged construction and all steel 


unbreakable case guarantee a lifetime 
of dependable performance. 





For full facts that prove how much the Oster Power Vise Stand can profit 
you call your friendly Oster Wholesaler, or write us for a free factual booklet. 


THE Oya MANUFACTURING CO. 


Main Office and Factory: 


2028 East 6st Street ¢ Cleveland 3, Ohio 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry + 1953 








KEEP AN EYE ON 


HYDE 


FOR NEW 
IDEAS TO 


HELP YOUR 
SALES s PROFITS 





aaa CO., SOUTHBRIDGE, MASS., U.S.A 


HOME REPAIR TOOLS SINCE 1875 













Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
* 


WILL NOT SHRINK 
STICKS AND STAYS pur 
i) 

aT SSE, 















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 





) DONALD 
DURHAM 
COMPANY 
Des Molwes 4 
lewe 
























in POWDER Form 








99 











TACKLE BOX G 
IT’S RED ’N RUGGED 


Retailers have acclaimed the all-new 
My Buddy Tackle Box as the best profit- 
maker they've ever had. It's scored an un- 
precedented hit with fishermen everywhere 
—making it America’s most desired fishing 
gear. For volume sales at full markup—stock 
and sell the My Buddy Tackle Box. 
WRITE TODAY FOR COMPLETE DETAILS 


MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO INC 


PO BOX 1859 © LOUISVILLE. KY 














SMITH 


SPRAYERS 


o*Since 188° . 
RITESIZE SPRAYER 









a 


Pern 
eee 





The “‘ladies’ choice."’ 
Dome-top welded tank. 
16” curved brass ex- 
tension. Light weight 
Extra long, 5 ft. hose 
and adjustable nozzle 
enables user to spray 
trees, gardens or tlow 
ers with no effort. 
Long or short distance 


spray. Brass pump 
Good — seller. Highly 
popular. 


Complete line of sprayers and dusters. 


As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. Send 
‘or 
426 Main St., Utica 2, N.Y. Catalog 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stanley S?., Montreal 2, Canada 














100 











Promotions 


Manufacturers’ New Merchandising Plans 


Boston Hose Announces 
Extensive Program 


Boston Woven Hose & Rubber 
Co. announces an aggressive garden 
hose promotion that will include 
trade and national consumer maga- 
zine advertising, radio and tele- 
vision spots, direct mail to dealers 
and consumers, display pieces and 
dealer and jobber sales aids. 

Garden hose represents a con- 
tinual growing market, the com- 
pany pointed out, with family in- 
terest in gardening fostered by 
more leisure hours and the trend 
to suburban living. 


True Temper Features 
New Fishing Rod Stand 


A new type fishing rod display 
stand for dealers, and a folder- 
type catalog for point-of-sale dis- 
tribution are features of the 1954 
promotion program of True Tem- 
per Corp. whose fishing tackle di- 
vision makes the True Temper line 
of glass fishing rods and baits. 

Photographs of well-known fish- 
ing spots will be featured in two- 
color, double page advertisements 
in outdoor consumer magazines. 

The company estimates its pro- 
gram is aimed at 23.5 million ama- 
teur fishermen. 


New Replacement Plan 
On Fluorescent Lamps 
Group replacement of fluorescent 
lamps will be promoted by a direct 
mail program of Westinghouse 
Electric Corp’s. Lamp Division. 
Under the program, all lamps in 
an installation are replaced at one 
time, instead of as lamps burn out. 
The best 20 pet of the lamps re- 
moved at replacement time are 
used as individual burnout replace- 
ments, and the 80 pet are discarded. 
The company pointed out that the 
program uses more replacement 
lamps, but that there is a 
stantial reduction in labor replace- 


sub- 


ment costs. 
An explanatory letter, illustrated 
booklets and other factual material 


about group replacements will be 
mailed by Westinghouse to pros- 
pects selected by distributors. 

Personalized reply cards will be 
included for mailing back to dis- 
tributors by those who want to par- 
ticipate in the program. 


Fresh'nd-Aire Plans 
Conditioner Promotion 

The Fresh’nd-Aire Co., Div. of 
Cory Corp., Chicago, Ill., is plan- 
ning consistent consumer and trade 
advertising in more than 50 publi- 
cations for its 1954 line of electric 
room air conditioners which con- 
sists of three deluxe models, rang- 
ing in price from $339.95 to 
$459.95. 

Plans also call for a pre-planned, 
month-by-month promotion 
and direct mail campaign which 
will reach more than 100,000 pros- 
pective dealers throughout’ the 
country, and sales helps. 


sales 


Hotpoint Co. Announces 
Extensive ‘54 Program 


“Tell ’em—Sell ’em and Show 
’em” is the 1954 theme of Hotpoint 
Co’s. appliance merchandising pro- 
gram which includes store identi- 
fication signs, displays, sales train- 
ing material, a motion picture and 
advertising features. 

A new pegboard background, 
1x714 ft, can be adapted for any 
Hotpoint appliance, with facilities 
for pegging sales promotion litera- 
ture and _ product _ identification 
cards. 

Three exterior and three interior 
illuminated signs are part of a new 
store identification program. Ex- 
terior signs are a 12-ft vertical 
double faced, a_ 6-ft horizontal 
double faced and a 12-ft flat wall 
sign. Two of these have space for 
the dealer’s name. 

A new display is designed to 
feature the company’s new 30-in. 
range line. 

Selling ideas for dealers are part 
of the sales training material being 
offered. 
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|< HEXLOK 


@ Made with the famous LOCK-TWIST 
weave, here’s the most asked for hexa- 
gon mesh poultry netting. SUPER U. S. 
HEXLOK is stronger, more uniform and 
rigid. It lays flat when unrolled .. . 
stretches better . . . is neater looking 

- assures customer satisfaction. Fur- 


4; 


b Lj 
Hi 





rhe 
nished in one-inch and two-inch mesh No. 20 wire, 
galvanized before and after weaving (highly resist- 


ant to corrosion) in all standard widths. Compact, 
even-end rolls each contain 150 linear feet. See and 


compare SUPER U. S. HEXLOK—Ask your jobber! 











Manufactured Exclusively by 


— 
mA STEEL & WIRE CO., MUNCIE, IND. | 















+s é 
when parents think of roller skates it’s only natural 
they buy the leading brand of over 40 years 


the Quality they want! 


Hurricane 


ROTARY POWER MOWERS 






4 quality models, including 
new self-propelled Hurricane 
Traveler. Nationally adver- 
tised in House Beautiful, 
House and Garden, American 
Home, Better Homes and 
Gardens, Popular Gardening, 
Flower Grower. 


NATIONAL METAL PRODUCTS 
COMPANY, INC. 


Dept. HD 
2722 Cherry St Kansas City 8, Mo 
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MAIL BOXES 


Group “C" Gang 


BOMMER SPRING HINGE CO. INC. 


Main Office & Plant: LANDRUM, SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill. 
Sales Office 


and Warehouse: 263 Classon Ave., Brooklyn 5, N. Y. 
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"MIGHT BE PART OF A 
CHRISTMAS TOY 


Brooks wire forms are likely to 
turn up in all kinds of places, 
from the lightest-hearted trin- 
ket to the most important pre- 
cision Accurate, 
durable, yet economical, Brooks 
wire might well add more profit 
to your product. Let us go over 
it with you. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


instrument. 


"BROGKS HOOKS” 


—. ySé it 








-— LOCKEASE® 
| Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
/ against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 


American Crease Stick Co. AGs 


Muskegon, Michigan 


aus? Stainless DOOR-EASE Stick 

Lubricant in two sizes, 1S5¢e and j; 
39c; AMERICAN ODripless Oil in | 
a 4-oz. oiler, 29c. 





PRODUCTS 
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Manufacturers’ Sales 
Increase in October 


Sales by the nation’s manufac- 
turers rose a bit in October over 
a year ago, but new orders dropped 
sharply, reports the Commerce 
Dept. 

Manufacturers sold $26.6 billion 
worth of goods in October, about 
$100 million more than in the like 
1952 month, but after allowance 
for seasonal factors, sales were 
about $100 million lower than this 
September. 

New orders received, however, 
registered a big decline compared 
with October, 1952. They amount- 
ed to $23.4 billion—nearly $2 bil- 
lion under a year ago. About $1.6 
billion of the drop came in smaller 
orders for durable goods. After 
allowance for seasonal factors, 
new orders were unchanged from 
September. 

At the end of October, unfilled 
orders totaled $61.4 billion, about 
$13 billion under a year ago. 


Watch for Phoney $20 
Federal Reserve Notes 

Counterfeit Federal Reserve notes 
of the 1950 series in the $20 de- 
nomination have appeared in the 
Second Federal District 
and businessmen are warned to be 
on the alert for the appearance of 
similar counterfeits. 

The U. S. Secret Service de- 
scribes the new counterfeits as fol- 
lows: $20 denomination; 1950 
series; check letter E; face plate 6, 
and back plate 728. The 
number on the specimens seen is 
G 53405074 A. 


Reserve 


serial 


Consumer Price Index 
Goes Down in October 


Consumers’ prices dropped 0.7 
pet from September to October, the 
National Industrial Conference 
Board reported based on its survey 
of the price situation for moderate- 
income families in 10 major cities. 

This first 
April. 

The board’s index for October 
was 181.7, against 182.9 for Sep- 
tember, and 179.8 for October, 1952. 
The base is January, 1939, as 100. 

(Resume reading on page 15) 
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DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


PML oe 





Most popular package is 8 oz. can with 
brush in new plastic cap. Simply brush on, 
tight at the bench; ready for the layout in 
a few minutes. The dark blue background 
makes the scribed lines show up in sharp 
relief, and at the same time prevents metal 


glare. Increases efficiency and accuracy. 


Write for full information 


THE DYKEM COMPANY 
2305B North 11th St. St. Louls 6, Me. 











MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 
FLAT OIL PAINT 
The tops for all porous and rough surfaces and ceilings 


Stands up to 50% reduction. The greatest value on to- 
day's market. 


GILLESPIE VARNISH CO. 
131 DEY ST., JERSEY CITY 6, M. J. 
By the Makers of Bulldog Remover 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete hecters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog type y 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in November. With 
best wishes for your continued success." 
Sincerely yours, 





A Satisfied Advertiser 
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FOR: The nation’s most complete caulking and sealing service, 






STERLING 


184 Commercial St. 


see the STERLING catalog Pages in the 1953 (Who Makes lt 
STERLING PAINT & VARNISH CO. 


Malden, Mass. 





MARSHALLTOWN TROWEL COMPANY «+ 





MARSHALLTOWN, IOWA 

















Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93% by 115 inches over all; writing area 8!/2 by |1'/2 inches. Sheets printed on both sides of white 
paper, with 26 entry lines on each side. PRICE $1 for 160 sheets (320 pages) plus 15¢ mailing charge. 








PAGE HARDWARE AGE INVENTORY RECORD on» 























secnoNn___ ENTERED BY CHECKED BY 
LOCATION. PRICED BY CHECKED BY 
CALLED BY. EXTENDED BY ERRORS EXD BY. 








Publithed by HARDWARE ACE 100 East 42nd Sivest, NEW YORK 


DESCRIPTION 





You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 

From the many suggestions received this sheet was designed 
to sell at a new low price—160 sheets for only $1, plus a 15¢ 
mailing charge. As these sheets are printed on both sides of 
good white bond paper, this means you really get 320 pages 
of inventory record sheets. Each side of the sheet has room 
for 26 items. Your $1.15 investment provides inventory space 
for 8,320 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they have found them simple, con- 


venient and handy to use. The WHITE INVENTORY 


Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Unite With Dosens, or Dosens With Gross Quantities. 
——oo——OOOOOoOOOeOOOeOOeOOeeeee EE —————————— 





cost Y 





SHEETS are the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort was directed 
toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular 
HARDWARE AGE Inventory Sheet Binder, which is used 
by thousands of dealers who reorder their Inventory Sheets 
from us year in and year out. 

Due to the exceptionally low price at which these sheets are 
sold (and which applies to the United States and its posses- 
sions only), it will be necessary to include your money order 
or check with your order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Order your supply today 
from HARDWARE AGE, 100 E. 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words......... $5.00 
Each additional word....... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words Pai e Nisan a aeathin a3 were ene . $2.00 
Each additional word 5 


0 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted | Representatives Wanted | 


Representatives Wanted 








A FORWARD LOOKING MANUFAC- 
TURER !IS NOW FOR THE FIRST 
TIME PLACING ON THE MARKET, A 
NEW EXTENSIBLE CLOTHES PROP 
OF UNUSUAL VALUE. BY ACTUAL 
TEST, SALES HAVE RESULTED IN 
OVER 75% OF THE CONTACTS MADE. 
A LIBERAL COMMISSION IS OF- 
FERED WHICH MAKES POSSIBLE 
EXCEPTIONALLY GOOD EARNINGS. 
GOOD TERRITORIES ARE OPEN 
OVER THE ENTIRE COUNTRY. WE 
ARE LOOKING FOR SALESMEN NOW 
CALLING ON RETAIL HARDWARE 
STORES AND LUMBER YARDS. MEN- 
TION LINES YOU NOW SELL AND 
TERRITORY COVERED. KAYWOOD 
CORPORATION, 1225 MILTON ST., 
BENTON HARBOR, MICHIGAN. 











MANUFACTURER'S 
calling on hardware jobbers, mill supplies in Up- 
state New York. Nationally advertised line with 
many leading accounts. Applicant must be resi 
dent of this territory. This is strictly a commis- 
sion line. In reply state lines now handled. Ad 
dress: Box B-544, Care of Harpware Ace, 100 
Kast 42nd Street, New York 17, N. Y 


MANI JF ACTURERS 
WITH RETAINER. A_ midwestern manufac 
turer would like to employ the services of an 
established manufacturers representative and pay 
a retainer fee for some missionary work. Prod 
ucts are sold to Hardware, Plumbing, Heating, 
Air-Conditioning Trades. Give qualifications and 
references. All replies held confidential Ad- 
dress: Box B-543, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


REPRESENTATIVE 


MANUFACTURERS REPRESENTATIVES 
WANTED—Aggressive men calling on the whole 
sale hardware, hardware chain stores, heavy hard 


ware wholesalers and large department stores, 
etc., in the U. S. and Canada. An Exclusive 
NEW PATENTED GARDEN TOOL, MAGIC 
SANITARY LITTER PICKER, unlimited field, 
nothing like it on the market; no competition; 
will sell on sight; great labor saver. Any man, 
woman, child or even a one-arm man can oper 


ate the tool as efficiently as any person with both 
hands Must be seen to be appreciated. Large 
volume. Territory open: North Dakota, South 
Dakota, Nebraska, Kansas, Oklahoma, Minnesota, 
Iowa, Missouri, Arkansas, Wisconsin, Illinois, 
Kentucky, Tennessee, Alabama, Maine, New 
Hampshire, Vermont, Massachusetts, Rhode _ Is- 
land, Connecticut, New York, New Jersey, Penn 
sylvania, Delaware, Maryland. Virginia, West 
Virginia, North Carolina, South Carolina Pro- 
tected territory. Full details furnished on re- 
quest. Please state territory covered. Address: 
Box B-545, care of Harnwarre Acr, 100 East 
42nd Street, New York 17, N. Y 


MANUFACTURER’S REPRESENTATIVES 


WANTED, CALLING ON HARDWARE Job- 
bers, et To sell complete line of quality drill 
attachments including a new patented planer. 
Nothing like it on the market. Exclusive terri- 
tories available These tools are proven sellers. 
Write W. R. McDonald, 2314 DeCamp Avenue, 
Elkhart, Indiana. 
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REPRESENTATIVES | 


OHIO MICHIGAN 
INDIANA KENTUCKY 


Can now accept, and devote proper 
endeavor to one new line, in addition 
to our present three lines. 

We not only call on, but (more impor- 
tant) regularly sell the major hardware 
jobbers, building material distributors 
and contract hardware outlets in our 
territory. 

Your product doesn’t have to be na- 
tionally known. We're interested if your 
product has merit, and if we believe 
good sales volume can be obtained 
with hard-driving sales promotion. 

If interested we shall be pleased to 
meet with you at our plant, to person- 
ally discuss the possibility of our asso- 
ciation. 

We have the sales outlets. 


your product? 
Address Box B-538, 
100 East 42nd Street. 


EXCLUSIVE TERRITORIES OPEN FOR 
AGENTS calling on Industrial and Power Tool 
distributors and Cutting Tool Service Shops, to 
sell line of Circular Saw Blades and Dado Heads, 
including Metal Saws and Carbide Tipped Saws 
State territory covered, lines now handled, and 
experience in saws, if any. Address: Box B-527, 
care of Harpwarg AGe, 100 East 42nd Street, 
New York 17, N. Y. 


What is 








care of HARDWARE a 
New York 17, N. 








SALESMEN, EXPERIENCED 


Cover Retail Hardware Stores for established 
manufacturer selling brooms, brushes and mops. 
Territories open in New Jersey, Northern Con 


necticut, New York Siate from Poughkeepsie 
to Albany vicinity. $100.00 per week drawing 
account against commission. Must Have Car 


Address Box B-537, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


PAINT SPRAYING 
EQUIPMENT 


Leading manufacturer of competitively priced 
paint spraying equipment including piston and 
diaphragm type air compressors, paint spray 
guns, material tanks and air line accessories 
wants aggressive, hard hitting sales represen- 
tation in Mid Western and Eastern areas. 

Want firms presently calling on large retail 








paint and hardware dealers, auto supply 
stores, lumber yards and industrial supply ac- 
counts. 

Submit full information including number of 
salesmen, area covered and lines presently 
handled. 





Address Box B-530, care of pAnewene | AGE 
100 East 42nd St., New York 17, N. 








DISTRIBUTORS WANTED FOR CHEV 
RONS amazing new wood fasteners with Coun- 
tersinking Tool. Endorsed by leading lumber and 


building materials dealers. Beautifully packaged 
with point-of-sale displays. Protected territories 
FE. B. PACKARD CO., INC., Manufacturers, 139 
Cedar St., New York 6, N. Y. 


| 
| 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 


peat business. Address Box A-870, care of 
Harpware Ace, 100 E. 42nd St., New York 17, 
7, ¥ 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN FOR ANUFACTURERS Representa- 
tives calling on yoo dealers, building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build- 
ers hardware. Confidential. Address B-426, care of 
— Acz, 100 E. 42nd St., New York 17, 





Accounts Wanted 
Established 


MANUFACTURERS REPRESENTATIVE 


Personally servicing the Wholesale Hardware 4 Indus- 
trial nee J — butors in Virginia, Noe. & Seuth 
Carolina rgia & Florida. Desires | additional 
line. (NO iMPOR TS). Now representing twe enly 
Mfrs. who know of this ad. Am only Interested In a 
Nationally Known Line. 
Address Box B-5!/1, 
100 East 42nd St. 


MANUFACTURERS REPRESENTATIVE 
now representing two outstanding accounts de 
sires one additional line. Complete coverage of 
hardware jobbers and mill supply houses in 
Louisiana, Mississippi & Alabama 








care of HARDWARE gee 
New York 17, N. 








J. Preston Perilloux, Jr., 529 Iberville St., New 
Orleans 16, La, 

FLORIDA REPRESENTATIVE WANTS 
| BUILDERS HARDWARE and Allied _ lines 
Good coverage and following. W. F. Whalley, 
Box 415, Uleta, Florida. 





HARDWARE COVERAGE 
NEBRASKA, KANSAS AND COLORADO 


Calling on the hardware and plumbing trade 
jobbers and retail. Need one or two more 
lines. Full coverage given. Five men travel- 
ing. Would consider Automotive Lines. 


James G. Bennett, 1004 Pennsylvania, Denver, Colo. 











MANUFACTURERS’ REPRESENTATIVE, 
ESTABLISHED AND SELLING THE Jobbers 
in Penna.; No.: to Scranton, W., to Williamsport, 

lew Jersey, Trenton So.; Delaware, Maryland 
and Wash.: D. C., wants one other established 
line, will exchange references. Address: Box 
3-526, care of Harpware AGe, 100 East 42nd 
Street, New York 17, N. Y 


WHAT DO YOU MANUFACTURE THAT 
YOU WANT SOLD, and we do mean SOLD i 
Alabama, Tennessee, and Georgia. Have very 





| strong contacts with Hardware, Drug, Electrica! 


HARDWARE AGE, DECEMBER 24, 


houses. Aggressive an 
representative needs you 
Southern Sales Service 


and Tobacco wholesale 
hungry manufacturers’ 
as much as you need him. 


Company, Box 5991, Bir rmingham 9, Alabama 

IOwW A-NEBRASKA — ESTABLISHED 
years. Selling reputable lines of Electric Tools 
Want to add substantial line made by national 
recognized manufacturer. Have time for good 
coverage. Qualifications: Knowledge of my busi 
ness, industrious, sincere, steady and enthusiastic 
Could cover adjoining states Box 494, Des 
Moines, Towa. 


1953 
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Cl itied O Tt iti S ; 
Soins assirie pporrunitries ection 
ese e e,ge 
= Accounts Wanted Positions Wanted —‘ Business Opportunities 
box 
by 
NATIONAL DISTRIBUTORS 
neo ane —Reliable Aggressive MAN WANT TO BUY 
A CORPORATION Pittsburgh 22, Pa. 
= eee va, Branch ofices MANUFACTURING 
Jays ew York © Philadelphia © Detroit | 
c anu © Louisville or | BUSINESS 
overing classes of jobbers. We will c ss 
orm the accounts or you can bill direct. vanes MER © Electrical supplies or appliances 
or Write for further information and references. | | @ Hardware, tools or mill supplies 
| @ Electronics, nucileonics or indus- 
ore | trial 
WEST COAST _ || MANAGER | rn 06 te ins 
| Negotiations completely confidential 
nted Well Established representation, 20 years in } i Brokers Protected 
hardware and housewares, warehouse, shipping Available After Jan. 1 4 
ITORIES and billing facilities also available. Please | | John C. J. Wirth 
O-Washer write for references or check D & B. | Marketing Engineer 
‘s, dealers | . | 
a, damier ROBERT H. CLARK COMPANY || Have over twenty years of retail ex- | || s2a vanderbilt Ave., New York 17, N. Y. 
Excellent Industrial District Beverly Hills, Calif. . Murray Hill 3-1756 
olume Fe perience, 11 years as manager. 47 | | 
Yer Help Wanted | : esse ances 
———— P —- | years of age, married. Have thorough RETAIL HARDWARE—PAINTS—HOUSE 
[TORIES HARDWARE SALESMEN. Large, aggres- es WARE Store for sale, occupying entire building 
epresenta- sive, hardware wholesaler, now in process of knowledge of merchandising and Op- under long term lease at a reasonable rental in 
f meacerial —— —-, amor to =~ presently | thriving town on New Jersey Shore. Gross Sales 
andle a employed as wholesale hardware salesmen. Some | i | 150,000 annually—Must sacrifice because 
re tubular established territories available. All top lines of erating controls necessary for a Sat- | pryoedlg For pF scar me Box B-546, care 
tines, sey ——— hand tools, ae tools, garden supplies, ‘ f t t fi : b hh ‘ of Harpware AcE, 100 East 42nd Street, New 
ii 3 etc. ra ‘ * i 
SEs Se_eememey. ‘Aaarieet er "B-SGe cee cf || SOC Ory Net provit in Both hard lines | | ‘Yow 17, wv. 
4s aRDWaRE AGE, 100 East 42nd Street, New York H i 
17, N.Y || or soft lines. Can furnish A-1 refer- 
| 
Yy nu . . . 
d TOOL BUYER || ences and testimonials. Prefer mid- | || WE WILL PURCHASE FOR CASH 
—$—$<—<— Icxecutive buyer to take charge of dept. 
tor AAAI Middle West wholesaler. Thor- west, south or west COMPLETE STOCKS & EQUIPMENT OF HARD- 
vugh experience absolutely essential. Op- 4 s WARE, HOUSEWARES, PAINT STORES, BUILD- 
ATIVE portunity unlimited. Reply by mail giv- ; ING MATERIAL & PLUMBING SUPPLY 
pti ing personal history, salary requirement, Address Box B-539, care of HARDWARE AGE HOUSES. Write us what you have to offer 
& Seuth and qualifications. 100 East 42nd Street, New York 17, N. Y. A. L. Egolf, since 1887, 2524 North Broad St., 
——— Address Box B-536, care of HARDWARE AGE Phila. 32, Pa 
sted In a 100 East 42nd Street, New York 17, N. Y. —— — ———————_—_——— 
, TOP FLYTE HEAVY HARDWARE SALES.- 
| ge Positions Wanted | MAN seeks new connection with manufacturer or LONG-ESTABLISHED HARDWARE ON 
————— | manufacturers’ representative either in New York. BUSY MAIN STREET in beautiful industrious 
ITATIVE SITUATION WANTED—Buyer or assistant | New Jersey, Pennsylvania or New England terri- | Tennessee \ alley Town. Owner ill and will sacri- 
counts de buyer, for over 25 years’ experience buying of | tories. Over twenty years’ intensive sales experi- | fice immediately for rock-bottom price of inven 
yverage of Hlardware, Houseware, Plumbing and General | ence and heavy background plus wide acquaint | tory—approximately $20,000 No key money 
houses 17 Merchandise items tor Jobbing Trade, etc. Mar- | ance with hardware and mill supply distributors. | Spacious two-story building. Favorable lease a 
Address: ried. Will move. Address: Box B-542, care of | Presently employed. Address: Box B-541, care of | ranged. H. Shavin, 36 East Main Street, Chatta 
. St., New HarpWARE AGE, 100 East 42nd Street, New York HARDWARE AGE, 100 East 42nd Street, New York nooga, Tennessee 
.y. . S. | 17, N. Y. ee a = = 
"WANTS ~ AVAILABLE, RELIABLE, EXPERIENCED, | SCtganIeS RASS rae 
al” Meee RETAIL HARDWARE, as salesman, buyer or SITUATION WANTED — BUYER. MANY HARDWARE STORE — Unusual opportunity 
Whalley manager with excellent record of seven years in | YEARS experience buying housewares, cut- | to buy a long established and profitable business 
‘ : all departments. Top reference. Also twenty years | lery, toys, vacuum goods, wheel goods, and other | 17 years in fast growing town, 25 miles from 
an as builder, purchasing agent and construction su- | kindred items for wholesale hardware and major | Detroit. Now in new building. New fixtures 
pervision. Age 59, active and in excellent health. | mail order company. College education, married | 33 by 96 ft., 20 by 30 storage upstairs. Must 
Location optional. Address: Box B-540, care of | and will move. Address: Box B-419, care of | retire, doctor’s orders. Approximately $40,000 
Harpware AGE, 100 East 42nd Street, New York | Harpware Ace, 100 East 42nd Street, New York | tc handle. Wm. A. Rose, 16460 Homer Road 
ORADO 17, N.Y. 17, N.Y Plymouth, Michigan 
ng trade aeeesierenremes = San RAORRRORTNENS SS - 
wo more 
n travel- 
es. 
ver, Colo. 
ITATIVE., 
[E Jobbers 
illiamsport, 
Maryland 
established 
ress: Box 
East 42nd 
i Hardware dealers all over the country have discovered that it pays to keep your 
§ . n ° . ° 
* agg eyes on Harpware AcE for ideas and advice that mean more money in your pocket. 
cor cage Help on store management problems, merchandising ideas, market news, more new 
ssive 7 be a ° ° 
a oo merchandise descriptions than published by any other hardware magazine, and news 
oe Service of other hardware people are just a few of the regular features of HARDWARE ACE 
abama. . .  ¥ . 
name that have caused more dealers to invest in subscriptions to Harpware AcE than 
HED 3% : 
tric Tools to any other hardware magazine. 
yy national 
for goot 
f my busi 
nthusiastic 
Yes ~ 
—_ oO 100 E. 42 St. New York 17, N. Y. 
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*HOUSE PAINTS 
$2.50 & $1.50 gal. 
*ENAMELS $2.35 gal. 
SPECIAL Richard's Heat Resisting 
* ALUMINUM $1.50 gal. 


*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 
miles of Cleveland, O.) 
Attention Salesmen: A few choice 

territories still available. 


DIVISION OF 


TOBIAS PAINT Mfg. Co. 


3302 EAST 87th ST. 
CtletV 4 AND 7 *, Gas © 








SELL SUPERIOR 


HEAVY DUTY STEEL LEGS 


FOR WORK BENCHES AND TOOL STANDS 


PER SET 
MODEL LENGTH LIST PRICE i 
1420 20" $5.95 
1424 24" 6.45 1 
1428 28" 6.95 
1430 30" 7.45 
1432 32" 7.95 


Made of heavy 14 gauge steel 
SUPERIOR PRESSED STEEL CO. 


30 CROSS ST. CAMBRIDGE 39, MASS. Fe 


a. Ae 






















A “DO IT YOURSELF” REPEAT ITEM 
DECTO-STICK met 


FURNITURE Pen nut 
REPAIR KIT 
ror 
Filling « Coloring 
P DENTS NICKS, GOUGES 

CIO (PRODUCTS SCO MMMSAL 












Fast Colors 
,No Shrinking 
gNo Heat Required 






An ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. Takes 
any finish. 

Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 


display card. 
SOLD THROUGH JOBBERS 


DECTO PRODUCTS COMPANY, SALEM 8, MASS. 
Makers also of Decto RUN-SMOOTH 











Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
Olt COLORS AND WHITE 






Here's the greatest deal in the 
world in oi! colors! The very finest 
quality oil colors. . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


‘Shettield Zrmrge 


PAINT CORPORATION 
CLEVELAND 19, OHIO 


106 



















Sel, Seruice 
“U” BOLTS 


No. 575 
DISPLAY ASSORTMENT 





~ Popular Sizes 
Fast Turnover 


THE WASHBURN COMPANY 


WORCESTER. MASS * ROCKFORD, ILL 





STEEL FENCE POSTS 

"U" flanged posts with self-fastening 
lugs. No Staples Required. 

DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 
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Index to Advertisers 





A 


American Grease Stick Co.... 
Anchor Wire Corp. . ek 


B 
B & L Tool & Machine Co., The... 
Black & Decker Mfg. Co. 
Blue Ridge Metalcraft Corp...... 
Bommer Spring Hinge Co., Inc... 
Bristol Brass Corp., The. : 


Brooks & Sons, Inc., M. S 


Cc 


Carlon Prods. Corp. ........... 
Cheney Hammer Corp., Henry 
Chicago Die Casting Mfg. Co. 
Chicago Latrobe Co.. ; 
Chicago Roller Skate Co 
Coburn Prods. Div. .. 

Colonial Brush Mfg. Co 
Colorado Fuel & Iron Corp. 
Congress Drives Div. 

Coughlan Co., G. N.. 

Crescent Tool Co. 


D 
ee 
Diamond Calk Horseshoe Co. .... 
Domes of Silence ; 
Dormont Mfg. Co. 

Durham Co., Donald 
Dykem Co., The... 


E 
E-Z Mark Tools . , 
Eagle Rule Mfg. Co. ............ 
Exact Level & Tool Mfg. Co., Inc. 


F 
Fletcher Enamel! Co. 
Franklin Metal & Rubber Co 


G 
Gilbert Plastics, Inc. 
Gillespie Varnish Co. 
Graham Co., Inc., John H. 
Greenlee Tool Co. 
Griffin Mfg. Co. . 


H 
Hall Co., Joseph .. 
Handi Products Corp. 
Hanson Scale Ce. .... 
Harcraft Div., Harvey 
Ec cwnainegiees 
Heller & Co., W. C.. Bad 
Hungerford Plastics Corp. .. 
Hyde Mfg. Co. ... ; 


Machine 


Independent Lock Co. .. 
Indiana Steel & Wire Co. . 


J 
Jackson Mfg. Co. ........ 
Johnson, Inc., William. onet 
Johnson Steel & Wire Co., Inc.... 


K 


Kaiser Aluminum & Chem. Sales, 

Dk. nhineboranwesd waddienwes eeues 
Kay-Tite Company . 
Kimble Glass Div., Owens-Illinois 

Glass Co. 
Klean-Strip Co., Inc. 
Kwikset Sales & Service Co.. 


Lawrence & Co., W. W....... 
Leyse Aluminum Co. ... 


” i Magnecatch Corp. 


M 


Mann Edae Tool Co. 
Marshalltown Trowel Co. .... 
McGill Metal Products Co.... 
| McKinney Mfg. Co.............. 
70 | Mechanix Illustrated .. 
108 | Metaloid Co., The.... 


Midwest Tool & Cutlery Co. tan 


92 
101 | Miller, Inc., Robert E............ 
23 | Monsanto Chemical Co. 


N 
National Mfg. Co. ..... 
National Metal Prod. Co. 
National Screw & Mfg. Co. 
Nicholson File Co. ; 
| North & Judd Mfg. Co. 
65 | 
24 | 
91 ° 
2) 
1g| Ohio Machine Products, Inc.... 
| Oster Mfg. Co., The st 


es 


NN 


wouw 


106 | * 
7\| Phoenix Table Mat Co..... 


102 | Pittsburgh Plate Glass Co., 
99 | Store Front Div. . 


; 102 Plymouth Rubber Co., Inc. 


| Power Prods. Corp. 


56 | 

hd Reflector Hardware Corp. 
| Reo Motors, fac. .......000. 
| Ridge Tool Co., The 


Rudolph Poultry Equipment Co. 


| Russell, Burdsall & Ward Bolt & 


49, Nut Co 
90 
Ss 
1o7 | Sealand, Inc. (Union Hdwe. Co. 


2 Sharon Bolt & Screw Co. 
45 | Sheffield Bronze Paint Corp. 


- 108 | Smith & Co., D. B.... 


91 | Standard Dry Wall Prods. 
| Standard Tool Co.... 
Stanley Works, The . 
Sterling Paint & Varnish Co. 
Stevens Walden, Inc. . 


. 108 | Strataflo Products, Inc. 


110 | Stratton & Terstegge 
| Superior Pressed Steel Co 


| 
01 
97 | 
9 T 


Tobias Paint Mfg. Co. 
Tryon Company, Edw. K. 


Hl 
10! 
| U 


| United States Plywood Corp 


S28 


v 


Vichek Tool Co. . 
Vulcan Electric Co. 


w 


Wagner Mfg. Co., E. R 
Warren Tool Corp. ... 


wes 


Waterloo Valve Spring Compres 
sor Co. 





67 | Wright Steci & Wire Co., G. F. 
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Washburn Co., The.... > 
Waterbury Lock & Specialty Co... 


Whitman & Barnes, fic. ......... 
_ 108 | Wickwire Spericer Steel Div. 
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GILBERT 
PLASTIC BOXES 


For Every 












Purpose! | 
’ 
ly 3 
m= These transparent % 

~ NOTIONS plastic utility boxes 
ae) BOOBIES sell on sight! Your. . 
oe customers can use | 

Seetronts them for keeping 
y JEWELRY small items neatly | 
HAIR PINS stored . . . easily © 
eed identified. Available’ | 
F MAILS in 6 sizes wifh a ; 
COINS choice of 24 com- ¢ 
SUPPLIES partment designs. . 
eres Sire Write for samples 4 
Ree wis and prices today! | 
Specialists in plastic : 

packaging from planning 


stage fo finished package, 


LASTICS, INC. 


~ 








RLEANED <= 2 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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CHOOSE FROM 
86 BEAUTIFUL VE/COLORS cee 


or tinting interior or exterior oil finishes) 
(ac BEAUTIFUL FLAT ENAMEL IN DEEP 
DECORATIVE COLORS SATIN ENAMEL TONES TOO 













1124 W. CARSON ST. 
PITTSBURGH 19, PA. 








SEND FOR ’ 
MODERN HOME DECORATOR , 

















LO EAE LOI | 


_BRASS & ALUMINUM BOUND - OPEN HAND HOLES >’ MASONS’. 
oa h¥od 


0142AB 42 ° O148AB 48 LEVELS 


EXACT LEVEL 9 sfele)t MFG. co., INC., HIGH BRIDGE, N. J.— World's Largest: Manufacturer of Aluminum & Wood Levels 


WATCH FOR 
BIG NEWS 
FROM 


Blac & Z é . in rolls, fiberboard boxes, wood cases. 

“ A PORTABLE . 
ELECTRIC — 

senor GREENLEE 





Multiply sales . 






. sell chisels by the set... 


Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


JANUARY 7 ISSUE GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 








Check these features with the ‘ SOLD THROUGH JOBBERS EXCLUSIVELY 

shelf hardware line you're now carrying... You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it. 
we'll send him our new illustrated catalog and revised price list 
" . . - REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
consistent low prices. In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 


Delivery —-immediate shipments made on all orders. 

Packoging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 

low Prices—no leader items, but 


Sales Aids —free display and merchandise boards. 


LS fel) __J0¢rn nel C0 " 









































Mar 
Nut: 
Cap 
NATIONALLY ADVERTISED hin 
OF Stov 
RUBBER CUSHIONED REGULAR Pt 
SILENCE One set on a card. One set in oa L 
12 cards in a box. box. 12 boxes in ag 
Sizes — I'f,", 14", a carton. Sizes— Mac 
e " a " Yo"* [Ye"*, Ye" 
Best-known, quickest-selling ee | aes 2 Cott 
FURNITURE GLIDES 
por 
REMCO Bakelite Fur- 
niture Rests aes ree ne e 
and Caster Cups; Upholstery Nails; 
Thumb Tacks; Screw Bumpers. Use these Displays for profit! 
Ask your jobber or write— 
DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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buy NATIONAL... 
the most complete 
fastener line 


When you buy from National, you order from the 
most complete fastener line made for the hardware 
trade. This helps simplify stock handling ... and sell- 


ing is made easier, too, because : 


... National hardware fasteners are packaged 
in snappy red and black cartons—with easy- 
to-read labels, color-coded for quick fastener 


identification. 


Wood Screws ... National fasteners are all produced with 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts For full information on the complete National line, 
Carriage Bolts 
Lag Bolts 
Machine Bolts 


Cotter Pins THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


the same high-quality workmanship—estab- 
lished for over 60 years. 





For your best buy in fasteners, Better Buy National. 


write us today. 





( 


I 
CHESTER HOISTS \ 





' FASTENERS C&> [° HODELL CHAINS 
7 li 

















HANSON SCALE CO 


HOUSEHOLD 
POSTAL 
PERSONAL 


VIKING 
BALANCES 


‘OT Lega, FOR TRADE 
COPYRIGHT 1948 By 
MADE in CH 


SOM Scaig COMPANY 
SAGO 22 y Sa 








